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Telegraphs 


This column is hardly long 
enough to accommodate a_ thor- 
ough account of DeWitt Tat- 
MAGE’S telephone experience and 
achievements, but he’s so_ well 
known to. practically everybody 
in the industry that it isn’t neces 
sary to give a complete report 
anyway. Mr. Talmage was for 
years transmission engineer and 
technical commercial expert of 
the Illinois Telephone Association 
His service to operating com 
panies in that state was invalu 
able to managers and engineers 
This month he gives some sound 
advice on telephone selling. 


Maintenance of telephone poles 
is one of the most vexing tele 
phone problems. Nature’s many 
parasites for some reason like to 
pick on poles for a source of 
nourishment. R. H. Corey, Bell 
sutside plant, development engi 
icer, goes into the subject and 
explains the origin, habits and 
destroying effects of these “mons- 
ters” and tells some things to 
do to ward off the vege- 
table and animal growths that 
destroy poles. 


Today telephone companies must 
broaden out a little and take into 
their realm of activity selling of 
communication equipment and serv- 
ice in addition to that produced by 
them. O. V. Wits of Postal Tele- 
graph company and C. C. Dontey, 
Lincoln Telephone and Telegraph 
company, describes equipment a‘ 
Lincoln which provides 24-hour 
telegraph service for patrons in 
various towns. 


An interesting editorial program 
for TELEPHONE ENGINEER for the 
ensuing year is now being planned 
and it promises to be one of the 
best ever presented by this publi- 
cation We earnestly urge tele- 
phone men to use the Christmas 
Subscription Offer and see that 
their telephone friends have val 
uable and authorative information 
at their fingertips at all times. 


a a 
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EXPLAINING “Where Ke) 


AS A GUIDE-POS! 


FOR PROSPECTS 


. — TO BUY IT’’ Service advertising has a threefoli 
purpose. One campaign, directed to the consumer, stresses the convenience 0 
classified directory listings. Another, addressed to the manufacturer, illustrates hoy 
‘‘Where to Buy It’’ listings guide customers to his dealers. A third, directed to 


dealers, stresses the importance of local identification under “‘branded’’ products, 


The advertisement reproduced here is one of a serie! 
appearing in FORTUNE magazine and directed to the business executive. It drama 


tizes his prospects’ problems and offers ‘“‘Where to Buy It’’ Service as a solution 


This advertising should bear fruit in increased listings by, 


business and a wider use of the classified directories by consumers. 














Identify your inquiry to advertisers by saying—“As shown in TELEPHONE ENGINEER” 
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Others Are Marking Time-- 
What Are You Doing? 


To Telephone Managers: 


EK WONDER if you realize that today you are holding an enviable posi 
tion when it comes to selling your product—vyour service ? 


Many merchandisers would like to be in your shoes today, because right 
now many members of competitive businesses are going through a serious period 
of readjustment in their advertising and selling policies. Readjustment because 
the NRA has come along and “knocked the blocks” right out from under “price” 
selling, upon which they have depended for business—and a meager business too. 


Now, manufacturers, distributors, dealers and even salesmen are faced with 
the assignment of getting business on the merits of their goods and _ service 
rather than “because they are cheaper than those of their competitors.” This 
complete transformation means work and it’s going to take many concerns a 
mighty long time to get back into the “middle of the road” again. 


You are free from this expensive period of readjustment. You never have 
sold your product on a “price basis.” In fact, you never have had a “cheap” 
product to sell. Consequently, you do not have to mark or lose time to get your 
house in order to fit into the “NEW DEAL,” demanding good quality products 
with maximum service. 


In bringing about these readjustments the average business man must keep 
both eyes on his competitors. Here again you are “sitting pretty.” You do 
not have a direct competitor. You do not have to worry about another telephone 
company “horning in” on your market. You have it all to yourself. 


To be sure you have competition, but, in a milder form. Your competitors 
are your local merchants—the grocer, hardware dealer, furniture dealer—all com 
peting for the dollar. Their cash registers are ringing because they take ad- 
vantage of modern sales appeal of their items and they use modern selling meth- 
ods to make the public think their products are vital to life. 


Your products have sales appeal. For instance, your modern handset is as 
appealing, stylish and smart as any product of your local merchants. And one 
of the greatest sales stories could be built around telephone service, emphasizing 
its necessity to the protection of life and happiness of people. Yet, most of you 
let your local merchant competitors get some of the money that should be drop- 
ping into vour cash tills. 


Today more money is being spent. Better products are demanded. So now 
while other industries are in the midst of readjustment programs—go out and 
sell your valuable and necessary product—your service. Apply the.same modern 
sales methods used by your local merchants in your business and just watch your 
business increase. 
The Editor. 























The Telephone Business As We See It 


TexasHas The Texas Telephone Association has 
Full Time reached that point where it feels it is 
Executive  ecessary to have a full-time executive 


in order to protect the interests of the 
industry in Texas. We congratulate the Lone Star 
state telephone men upon reaching this decision. While 
the Texas Association has always had able officials to 
look after the interests of the industry in that state, 
the work was too heavy to be properly handled by 


voluntary help. 


Association 


employed Mr. H. M. 
Stewart to the position of Executive Secretary-Man- 


Recently the 
ager and he has entered upon the duties with en- 
thusiasm. Mr. Stewart was formerly Texas repre- 
sentative of the Kellogg Switchboard & Supply com- 
pany and thoroughly understands the duties of his 
position. Again we congratulate the wisdom of the 
Texas delegation for their foresight in the selection of 
Mr. Stewart as well as their decision to place an ef- 
ficient executive at the head of the Association in 
that state. 

zy A A 
A Commendable The plan to make the United 
Action States Independent Telephone 
Association a “clearing-house”’ 
for ideas and plans designed to increase telephone 
revenue, to facilitate collections of delinquents and 
to solve other telephone problems is commendable. 


B. Mac- 


Kinnon, president of the Association, told of its plans 


In a letter of October 2 to members, F. 


to collect from and disperse to the Association’s mem- 
bers plans and ideas to accomplish these results. 


TELEPHONE ENGINEER long has advocated a central 
“clearing-house” of this type and believes that the 
National Association (in conjunction with State As- 
sociations ) is the proper organization to conduct such 
While 


tax, accounting and such problems are of paramount 


a service to telephone operating companies. 


importance, the main problem of the telephone man- 
ager is to get more business and to build up his public 
relations. 


As far as has been possible, this publication has 
carried on more or less of a “clearing-house” of ideas 
used by various companies, because it felt that the 
plans used in one state would be applicable in other 
states. 


The National Association is to be commended for 
furnishing this needed service to its members and 
TELEPHONE ENGINEER pledges its support to such a 
plan. It urges telephone managers to pass along to 
the National Association or to TELEPHONE ENGINEER 


10 


any revenue producing, collection or public relation 
building plans or ideas they have used successfully. 
Do it now. 
A A A 
Don’t Sleep at It seems the average telephone 
the Switch operating company is hesitant to 
put to work some of the fine 
revenue producing products which are offered by 
manufacturers and suppliers. In our association with 
the operating field, we find that very few companies 
investigate the possibilities of these products in rela- 


tionship to their incoming revenues. 


For the life of us we cannot understand why more 
telephone managers don’t conduct a thorough investi- 
gation and a market research for such products as pro- 
gram service systems, public address systems, Postal 
Telegraph service, paging systems, code call systems, 
special chimes for telephones, Teletype equipment, 
extension bells, fire alarm systems, ‘\Where-to-Buy” 
telephone directory service, gas and burglar alarm 
systems, credit bureau telephone systems, telephone 
directory advertising by trained sales organizations, 
etc., and then go out and sell them in their commu- 


nities. 


Today’s paramount object of telephone managers 
should be to increase their revenues. It is evident that 
right now it is difficult to get a great amount of rev- 
enue by just selling straight telephone service and it 
would seem to us that every telephone manager would 
“jump at the chance” to merchandise any product 
in his line that would bring in any added cash. 


Telephone managers are urged to “look into” these 
revenue producing products and put some of them to 
work to help them get back into the black column of 
the profit and loss statement. 


Today in the telephone business as in every other 
industry it’s a matter of selling and telephone com- 
panies must go out and cash in on some of the oppor-. 
tunities they now have to get their share of the money 


being spent. 


_ TELEPHONE ENGINEER will gladly furnish informa- 
tion and data on the various revenue producing prod- 
ucts and direct telephone operating men to the sources 
of supply. 

A a A 

New neighbors mean new prospects. Things are 
picking up. Men who have been laid off are being 
called back to work. Vacant houses are being rented. 
Watch these houses and as soon as they are occupied, 
talk telephone service to the new occupants. 
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ENGINEERS IN TELEPHONE 
SALES WORK 


By 
T. DeWITT TALMAGE 


HE indicators used in summariz- 
- ing information regarding the state 
of general business have shown gradual 
improvement for some time. This en- 
couraging development has been re 
flected in the telephone industry by a 
deacceleration of station removals, and 
some campanies are even reporting a 
net gain of telephones for the first 
time in three years. 


There are approximately 3,500,000 
country than 
The tele- 


phone industry has lost about as many 


less telephones in this 
there were three years ago. 
stations during the past three years as 
it gained during the previous six years 
Therefore, the speed at which  tele- 
phones were removed from service was 
about twice as fast as the average 


growth or increase of stations. 


Judging from recent events, it seems 
to be the conviction that we cannot af- 
ford to wait for the depression to work 
itself out by natural processes. As a 
result there have been instigated great 
programs for stimulating prices and 
wages and the nation’s purchasing pow- 
er. From the general aims of these 
programs, one gets the picture of a na- 
tion going back to work. 


Must Make Effort 


Just because the rapidity with which 
the telephone industry will benefit from 
improved economic conditions cannot 
be exactly estimated is no reason for 


believing that we shall not receive our 


share of additional business, providing, 


of course, we make an effort compar- 
able to other lines of business in solic- 
iting the public for new business. Per- 
haps it is not so essential to know defi- 
nitely whether it will take three years, 
Six years, or even longer, to reconnect 
these 3.500.000 telephones as it is to be 
certain that our organizations are ade- 
quately trained and properly geared so 
as to profit, without appreciable lag or 
lost motion, from each and every im- 
provement in the economic status of the 
public 


Even after the depression was well 
under way it was many months before 


the telephone industry was seriously af- 





fected because subscribers kept their 
telephones just as long as they felt finan 
cially able to pay for the service. That 
some telephone companies were slow to 
adopt organized methods at the begin- 
ning of the decline in stations may be 
due to the fact that because it was the 
first time in 54 years the steady growth 
checked, the 


seriousness of the trend was not imme- 


of telephones had _ been 
diately recognized. The telephone man 
was now up against something new—a 
substantial loss of stations which has 
10w sunk to a level 18 per cent below 
the peak development of nearly 20,000,- 
000 telephones. 


Quota of 11 Telephones 


The telephone industry has seen his- 
tory made in recent years in the realign- 
ing of policies to better conform with 
the new economic pattern which is emerg 
ing in this country. An increasing 
number of telephone companies have been 
using their ‘“non-selling’ employees to 
promote sales as well as assist in re- 
grading subscribers’ service to meet their 
changing requirements. On the basis of 
330,000 


ployees in the United States each em- 


approximately telephone em- 
ployee will have to average selling ten 
or eleven telephones in order to gain 
back these 3,500,000 stations and thus 
maximum 


equal the development, a 


point reached in 1930. 


The drafting of all employees into 
sales work to counteract this drastic loss 
of patronage seemed to be an outgrowth 
of this line of reasoning: (1) all em- 
ployees have a certain number of rela- 
tives, friends, and acquaintances; (2) if 
these employees can be converted into 
salesmen and their friends into custo 
mers, the result will be profitable. One 
company estimated that even the humbl- 
est employee is acquainted with fifty 
or more possible customers among such 
people as grocers, butchers, bakers, fel- 
low lodge and church members. 


The larger telephone organizations 
made rapid progress in gearing their 
salesmen’s efforts to a definite plan of 
Other telephone companies 
attacked the 


problem in its own way at first and 


solicitation. 
followed suit but each 


dispensed sales and public relation from 


its own viewpoint. Consequently, the 
value of the work was dependent upon 
the ability, knowledge, and experience of 
the owner or manager of each individual 
company. Recent 


11 


developments have . 


Special Training of Employees 
to Cope with Current Problems 
and Opportunities — All-Em- 
ployee Participation in Can- 
vassing Planned to Speed Up 
Recovery of 31/, Million Tele- 
phones—Is Salesmanship 
“Born” in a Person or Can It 


Be Taught? 


tended to coordinate these scattered 
activities and make sales programs more 


uniformly effective. 


Progress of Employee Training 


Many telephone employees, with little 
or no special training, were permitted 
to talk to personal friends and neigh- 
bors in an effort to stop disconnect 
orders and sell new service including 
proper by-products and auxiliary serv- 
ices. Their lack of complete knowledge 
about the 
problems, and the absence of training 


telephone business and_ its 
in sales work hampered their effective- 
ness in dealing with the situation. There 
is a limit to the amount of business 
which can be secured in this way and 
The tele- 


phone man was up against it again. 


that limit was soon reached. 


One manager of a representative com- 
pany soon realized that in order to 
secure the best results from employees’ 
canvassing efforts without going through 
a long drawn out process of “trial and 
error’ in actual selling work, each can- 
vasser should be suitable posted on the 
various phases of the telephone business 
and thoroughly drilled in the essentials 
While he felt that 
solicitors without this preparation would 
do no harm, still their efforts might 


of salesmanship. 


not result in a great amount of new 
business. He finally came to the con- 
clusion that all of his employees that 
were asked to call upon the public would 
first receive this necessary training. The 
next job was to give them this training 


Was a Technical Man 


This particular manager was a techni- 
cal man who had spent his life improving 
and standardizing operating methods. He 
knew less about selling than many of 
his employees did. Past experience had 
taught him that he could not expect his 
So he kept 
business-building 


workers to train themselves. 
lookout for 
ideas and made an intensive study of 


on the 


selling methods and results as described 
in the telephone trade journals and else- 
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where. Sometimes he was able to im- 
prove upon plans and ideas he read about 
and adapt them to his local situation 
3ecause he did not believe in asking an 
employee to do something he would not 
do himself, he tried out many of the 
sales schemes by himself in advance. 

His experiences in testing out certain 
sales ideas were enlightening as well as 
profitable. For some time he had been 
reducing disconnect orders by regrading 
some classes of service to a lower priced 
grade. His experimental sales efforts 
brought to light cases where regrading 
could be applied to increase revenue 
There were a number of customers who 
needed and could afford a better class 
of telephone service. In one instance 
the only reason the customer could give 
for not having a better grade of service 
was the fact that no one had ever asked 
him to buy it! 

Another thing of fundamental import- 
ance which was brought out in these 
preliminary “test sales” was that price 
should not be voluntarily discussed by 
the telephone salesman until the prospect 
gives some evidence of a desire to buy. 
Therefore, unless the prospect asks for 
the rate, the salesman should not quote 
it until near the end of the interview. 
If price is discussed early in the inter- 
view, the cost may seem more important 
to the prospect than the reasons for 
having telephone service. 


Technical End Essential 

Finally this manager called a meeting 
of his employees and passed on what he 
had learned about selling. He also in- 
cluded some helpful information concern- 
ing the inside story of telephone operation 
and its problems. Regular educational 
and sales meetings were held thereafter 
at convenient times. At these meetings 
company policies were ironed out and 
explained, new sources of revenue were 
discussed and emphasized, bad tendencies 
were corrected, and every employee had 
his chance to make suggestions. In this 
way the employee learned the value of 
teamwork in making the business run 
smoothly, and to the personal profit of 
everybody in it. 

In sales work, one of the most im- 
portant things to do, and which should 
be done first of all, is to sell the em- 
ployees on the idea that they can go out 
and actually secure new telephone cus- 
tomers even in times like these. They 
do not have to be high-pressure sales 
people. They do not necessarily have to 
be fluent talkers. They should, however, 
convince themselves that everyone should 
have the convenience of telephone serv- 
ice. They should honestly feel in their 
own minds that telephones can be sold 

The interest of the employees was 
aroused by this wider perspective of 
their work, and it became fun calling on 


people and telling them what they ought 
to know about the telephone company, 
as well as trying out the sales ideas 
that the manager told them about. One 
of the things that was brought out in 
this work was that the acts of the em- 
ployees proclaim the telephone company 
as well as what they say. And it isn’t 
always what they do, but the manner in 
which they do it; not what they say 
so much as the manner in which they 
say it, that influences the public with 
whom they come in contact. Their per 
sonal attitude toward the public an‘ 
toward their job is an important factor 
in the telephone company’s _ public 
relations. 


Look at Others’ Problems 


Present conditions in the world have 
caused people to be more interested in 
how the other fellow conducts his busi 
ness and what his problems are. Many 
telephone men in the past have neglected 
to tell the complete story of the tele- 
phone business, its problems, and _ its 
troubles. It has been disconcerting to 


} 


Sample of form letter t 
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find out that telephone “employees in 
many cases knew little more about the 
subject than the public did, and they 
have been heard to say that they them- 
selves did not understand why rates did 
not come down. In some instances the 
sympatHy of the employee was with the 
subscriber instead of with the company 
that paid his salary. Such a condition 
can be corrected by making true in- 
formation available regarding the oper- 
ating, financing, and rate making of a 
telephone system. 

Another discovery of this particular 
telephone company coincides with the 
findings of many other companies both 
inside and outside of the telephone in- 
dustry. They proved to their own sat- 
isfaction that almost any man or wom- 
an of ordinary intelligence, providing 
there is not present some obvious draw- 
back of temperment or physical abil 
ity, can be developed into a satisfac- 


tory sales producer. 


Salesmanship Can Be Taught 


It is undoubtedly true that some men 


» get new subscribers. 








Name of Prospect, 

Street Address, 

City. 

Dear Mrs. Prospect: 

If you really take pride in keeping 
new telephone. 

It's called the ‘oder: 
attractive phone you've ever seen. 


until you have one of your own. 


"fits the face" so to speak, and is 


like all its many features. 


The attached folder describes more f 
beautiful new wodernphone. Read it 


It will save you many steps a day. 


may have regarding this modern telaep 


HOME TELEPHONE COMPANY 


you'il be interested in what I'm going to tell you about a beautiful 


1one, and without question, it's the most 


in a modern streamline design, it will add to the appearance of 
any home. And once you've seen it - well, you won't be satisfied 


It's not only new in appearance, but it’s new in construction. It 


that you've ever talked with. Its tone is new too; it speaks right 
up just as clear and natural as if your party were in the same room 
with you. You'll like the brilliant way in which it talks. You'll 


I can replace your present telephone with a new 
minutes. Or still better, you can have the ‘‘odernpnone installed as 
a convenient “extra” or extension telephone anywhere in your home. 


I will call on you in the next few days to answer any question you 
none. I 
with me, so that you may see for yourself how attractive it is. 


And if you like, I will be glad to take your installation order so 
that you can have a vodernphone in your home without delay. 


Thanking you for your past patronage, 


July 21, 1933. 


your home lovely and attractive, 


Made of shiny, black bakelite 
the most convenient phone to use 


ully the many advantages of the 
carefully. 


odernpnone ina few 


rill have a ‘‘oderr 


I remain 


Very truly yours, 


AC. Kober Oe. 


Manager. 





BE MODERN 


— TELEPHONE! 
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are “born” salesmen the sense that 


they have the selling instinct more 
highly developed than other men It 
is also probably true that some such 
men succeed in selling work without 
any special training other than that 
afforded by their p rsonal experience 
It is also true, however, that a majority 
of men have latent in them real sell- 
ing ability which requires nothing but 
sound instruction and training to bring 
it out. 


There are “born” salesmen in_ the 


same sense that there are “born” mu 


sicians or “born” artists But it can 


not be contradicted that such natural 


talent is brought out to best advantage 


more quickly by schooling than by any 


ther method It is a well established 


fact that there are certain principles 


which underlie each stage of the sell 


ing process, and once the methods of 


, ' 
successfully applying this basic know 
edge are understood, skill in using then 


comes quickly with actual practice 


The experience ot all companies mm 


sales work was not as rosy as the one 
just described Eventually there came 
a time in some sales training meetings 
1 } 1 { ‘9 
when what was said was ‘old stuff 


and it was necessary to obtain outside 


help in order to hold interest and en 
husiasm at an effective pitch In some 
cases the manager called on neighbor 
ing telephone men and asked them to 


sive his employees a talk 


Manufacturers Co-operate 


This plan of bringing in outside 
speakers worked for a while but some 
] j . neal ia 

times these outside nen simpliv said 
the same thing ovet different ways 


and the resulting training was not sys 


tematt Some companies even went 
S( lat s to Duy 1 snort <« nmer< il 

Irs salesmanship This aroused 
considerable interest and some good 
information was gained from this stud) 
ilthou t took considerable yenuit 
to apply these general ales ideas to 
specific problems in the telephone bust 
nl SS 

The trend t at svstematt well 
planned drives for increased revenue 
received encouraging impetus from the 


0-operation of the telephone equipment 


manufacturers with the operating com 
itli¢ ()ne New Busines ( align 
\ ( tained lreds I p! ved 

S eas. suggested div o t salec 
camp 1 tw parts ( part t 
have arate list o ‘tential cus 
tomers (One s t st Va to be 
r new subscriber business while t 
itther list of prospects was to be for 


extension telephone business and simi 


lar supplemental service such as hand- 


sets and extra listings in the directory 
There are many ways of assembling 


7 1 | 
2 list Of prospects who have no tele 
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phone service In order that every 


telephone prospect in the territory be 
pinned down to a specific list of names 
and addresses, it has been suggested 
that the present subscriber list be 
checked against the following 
A list of 
banks, 


A list of customers from various 


depositors from local 


merchants, 

The local newspaper’s subscription 
list, 

A list of water, electric light, and 
gas customers, 

A list of automobile licenses in the 
territory, 

A list of non-subscriber friends of 
your employees, 

A list of members of business men's 
luncheon clubs, lodges, churches, 
and farm bureaus, 

Have your operators keep a record 
of names of persons for whom 
calls cannot be completed, both 
local and toll, due to their not 
having a telephone, 

Also, check the 
against the city directory. 


subscriber list 


The second list of prospects should 
consist of the present subscribers. Sell 
ing and advertising efforts should be 
directed to this list for the use of ex 
tension telephones, handsets, and extra 


listings 


“Are You in Step?” 


\nother 


"Re venue 


manufacturer sponsored a 
Builders Plan” 


applicable to any sized telephone com 


} } 
which Was 


pany This plan incorporated an array 
f{ sound sales and advertising ideas 
planned to increase revenue trom new 
sources and tending to stabilize revenuc 
receipts from present customers 

Today there are many telephone men 
asking themselves the question “An 
I in step—in tune—with the public's 
wants, tastes, and desires \m I giving 
increasing 
dollars?” The hitching post has beer 
replaced by the gas pump in most parts 


f the country. Yet there are telephone 


companies trailing along at the tail end 
f the procession still furnishing tel 
phone service of a hitching post char 
acter to gas pump communities Chese¢ 
companies are beginning to realize that 


the foot on the accelerator is the real 


competitor and menace to the receiver 
it the ear 
Selling Handsets 
On result of these motorized days 


movies, and wide circulation ot news 


papers and magazines is that the fu 

tility of combating the popularity of the 
- ¢ 1 } 

newer type telephones is being recog 

nized by many operating men who have 

vainly tried to control the public d 


mand for improved types of instruments 


value for my customers’ 


“ 


R l. 


The use of the handset in place of the 
onventional receiver and transmitter 
removes the objection that users fre 
quently experience difficulty in main 
taining a proper talking position with 
The hand- 


set improves both the volume of trans 


relation to the transmitter 


mission as well as the user’s comfort 
and convenience All indications are 
that the handset is destined to become 
the predominating type of telephone in 
strument 


There is a vast difference in the re 
sponsiveness to customers’ requirements 
between telephone companies sJecause 
of the divergence of personal opinions 
and varying state of financial health of 
individual companies, the recent wave 
ot regulatory commission rulings on 
the readjustment of the charge for 
handsets have been received by tele 
phone companies with different degrees 
of satisfaction. Be that as it may, it 

st be admitted that our business does 
not consist of land, buildings, switch 
boards, and a certain type of telephon 
nstrument, but of customers. 

Our communities have made great 
progress since the wall type telephon« 
Was introduced over fifty years ago 
Up-to-date subscriber’s stations make 
telephone service more salable and it is 
only sound, hard-headed business sens 
to keep our plants up to the user's 
standards rather than some arbitrary 
whim reverting back to a previous era 
Responsiveness to the needs of our 
patrons demands the use of better 
equipment and results in accelerating 


the progress and welfare of our busi- 


1 Ss 


Takes Two Handsets 


One of the many things which sales 


experience will bring out its the fact 


that prospects for telephone servic« 
vary in their ability to visualize an ob 
ject unseen or a service untried Gen 
erally speaking, salesmen will get along 
urther if they appe al to the senses of 
i potential customer, rather than his 
speed of thinking or imagination. Peo 
ple differ widely in their ability to 
tch the point of an argument But 
what they see, hear, or feel for them 
selves they understand and believe 
One salesman who has enjoved con 
siderable success in securing new tele- 
phone subscribers demonstrates every 
ing and leaves nothing to the imag 
ination ot the prospect For example, 
vhen selling handsets he always cat 
ries two samples; one for the prospect 
and one for himself He hands one 
handset to the prospect to hold, and he 
holds the other handset in his own 


hands This prevents the prospect 
from handing the first handset back to 
the salesman until he gets through talk- 


(Turn to page 27) 











MUSHROOMS AND 
MAINTENANCE 


the sports and games of elves and 


By 
R. H. COLLEY 
Outside Plant Development 
Bell Laboratories 


CCORDING to the story, Alice 
had been running through the 
woods and had paused to rest near a 
large mushroom. Under the dramatic 
conditions of the experiment the mush- 
room was as tall as Alice herself. It 
may be assumed that she did not know 
it was a fungus. She probably had 
never heard of biology. But she was 
in a most unique position to get a 
proper perspective of that particular 
mushroom, and she proceeded to exam- 
ine it from all sides. The umbrella-like 
top of the mushroom possessed very 
special powers. She found that a little 
bit taken from one side of it would 
make her grow tall, and that a little 
bit from the other side would make her 
grow short; and that by properly 
balancing the amounts of each piece 
she could keep herself just about the 
right size. It is small wonder, under 
the circumstances, that the mushroom 
assumed such a large though tem- 
porary importance in Alice’s eyes. 
Outside of the fable such opportuni- 
ties for gathering information about 
fungi are likely to be confined to the 
realms of the imagination. Formerly 
the evanescent fairy rings of toadstools 
in moonlit meadows were the arenas for 


$ | 
gnomes and dwarfs. Nowadays these 
same fairy rings form their strange 
circles in the grass to spoil the turf 
on putting greens. The fact that mush- 
rooms appear for a time and then are 
gone gives them a sort of will-o’-the- 
wisp character. They are, however, 
very real. 


If for convenience all plants be di 
vided into two groups, those having the 
green coloring matter called chlorophyll 
on the one hand, and those that do not 
have it on the other, we may define the 
position of the fungi by saying that they 
belong to the latter group. The two 
groups are continually in opposition. 
With the aid of chlorophyll and light, 
and the substances found in air, water, 
and soil, the green plants make and 
store up a food supply. Green plants 
are builders. Fungi, generally speaking, 
Lacking 


chlorophyll they are dependent for their 


are destroyers or scavengers. 


food supply on the tissues and stored 
substances made by the green plants. 
They are often classed, therefore, either 
as parasites or saprophytes, depending 
respectively on whether they attack liv- 
ing plants or simply break down the 
non-living product of the green plants. 
The forms of fungi are myriad, varying 
all the way from minute, single-celled 
organisms, to giant shelf-life brackets. 
The latter belong in the great group 
which includes the mushrooms and their 
relatives, and it is this group which is 
of special interest to those concerned 
with Outside Plant. 
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Certain mushrooms and many forms 


ot bracket fungi are the most important 
wood destroyers in the world, probably 
not excepting fire and man. After a 
tree reaches a certain age it becomes 
more and more susceptible to infection 
by such fungi. They attack any ex- 
posed sapwood, and they gain entrance 
to the heartwood through wounds or 
along old branch stubs. Once _ estab- 
lished they proceed slowly but surely 
to turn the wood back into the elements 
from which it was created. Other fun- 
gi, usually distinct as far as species is 
concerned from those that attack the 
wood of the living tree, are lying in 
wait to attack the wood of the tree as 
soon as it is sawed into lumber or cut 


and peeled for use as a pole. 


Given a potential food supply, such 
as the sapwood of southern pine, there 
must be a sufficient amount of moisture 
present, and a_ sufficient amount of 
warmth, before the fungus can attack 
the wood at all; and the warmth and 
moisture conditions thereafter determine 
] 


e- 


largely the rate of growth and the « 
gree of destruction. Of the two factors, 
moisture and warmth, moisture is the 
more important. For instance, thor- 
oughly wet or thoroughly dry wood will 
not rot. There is too much moisture in 
the one case, and too little in the other. 
Cold slows down or stops fungus ac- 
tivity, but low temperatures rarely kill. 
range 


Favorable growth temperatures 


generally between 70° and 100° Fahren- 
heit. Higher temperatures retard the 
growth; and more intense heat kills the 


Moist heat kills 
quickly than dry heat. 


reanism. more 
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Fic. 1. MusHROOMS AND MAINTENANCE—A MURAL IN MINIATURI 
{ ry] a — he lternatina stage il Pe 7 latively short- 
A lhe ar € oF Ale miushy 1 IS Midde oT wo alternating stages, an wide finite vedctative Stage, and a reiaitvety snori 
1 fruiting | he course of vele the fungus filaments (mycelium) mass together and from the tangli 
j full ad mushroom develops. 
B. ngitudinal vertical section of the mushroom. Thin plates called gills hang from the under surface of the cap. 
C. The surfaces of the gills are covered with stubby cells that bear the spores 
D. Ai larged view of a part of one of the gills showing the spore-bearing cells (a), and the spores (b). 
: G The spores ripen on the gills and then carried hy the wind to the ground, or to some likely resting place such 
- f f - 
as a check in the pole G. The checks in the surface of the pole G, serve as ports of entrance to the inner sapwood and 
the heartwood of the poli 
H. Germinating spore The germ tubes develop into filaments that either spread through the soil and into the below-ground 
section of pole F, or infect the upper part of the pole directly through a check. 
I. A diagrammatic representation of a mycelium of the fungus working its way through the wood cells. Compare Figure 3 
J. The tip of an advancing mycelium fan. Compare Figure 2. 

With this background of gen may take place under conditions that 
eralities, a more specific descrip make it possible for the germ tube to 
tion of the fungus life cycle may find its way into the cells of the wood. 
be introduced. The simplest unit If there is enough water in the wood, 

> 





Fig. 2—In this culture, a wood-destroying fun 
Gibs rowing on an agar jelly on top of 
which is placed a thin slab of wood. The my- 
celi f the fungus is spreading. m fan-liki 


over the surface Of the @ od 


? ay 25 ee ee . 
in this life cycle is a single cell, Say or more per cent, based on the 


oven ¢ 4 "12 Oo “ root > ge 
or spore, that corresponds by anal- Iry we ight f the wood, the germ 
: tube develops into a branching syste.n 

ogy to the seed of green plants < , . . ¥ 

Kk as of fungus filaments (mycelium). At 
he spore germinates, if the mois : ; 
> , first the growth of these filaments de- 
ture conditions are favorable, by ; 
; pends upon the reserve food material 
sending out one or more delicate 


in the spore 


Then, as ‘they become 


germ tubes. Germination may be 
: longer and longer, they bore through 
said to correspond to the sprout- "* 
: the wood cells and begin to destroy the 
ing of the seed. If germination ? 
cell walls. 
has taken place on the ground the 


germ tubes lengthen out into fila These walls are laminated structures 


ments that branch and rebranch made up of cellulose and lignin: Just 
among the soil particles Food how the fungus breaks down these sub- 
is probably obtained by absorption stances is not clearly understood. It 
in the soil water or by direct at seems probable that enzymes are pro- 
tack on plant debris in the soil duced locally at the tips of the filaments 
If a spore happens to be blown ind that these enzymes soften the wall 
into a check in the surface of a so that the filaments can bore through 
pole, or if it is drawn into the’ from one cell to another. The destruc- 


check by capillarity, germination tion process suggests a catalysis. In the 
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advanced stages of decay the cell struc 
ture of the wood becomes more or less 





completely disintegrated. 


The wood in that part of a pole in 
contact with the ground probably be- 
comes infected by fungus filaments that 
are present in the soil. Above ground 
the infection appears to result from the 
germination of spores carried by the 
wind, by rain water, by birds and ani 


(ne meee 
- 


mals, and by insects. 





All the time the fungus is in the fila } 
mentous form, and while it is actually 
breaking down or rotting the wood, it is i 
said to be in the negative stage. After 
the rot has become well advanced the 
filaments may or may not mass togeth 
er. If they do, and the moisture condi 
tions are still favorable, a pronounced ' 
change in the behavior of the filaments C 
takes place. They merge into a tangled { ewe 
mass; and instead of remaining micro i ole 
scopic threads, hidden away from the - 
: light, they begin to work to the outside Tel 
of the pole. From the massed filaments is Bohs saci af on tabailed Hace of ieuilleva dine wood nad 
ze ene aaerebran a cut in @ radial plane, shows the tubular wood cells that run Un 
night, to remain for a short time before lengthwise in the tree (a), a patch of ray cells (b) that run effi 
it is eaten by insects, or betore it dries radially from pith to bark, and the filaments of the attacking its 
— ie Showa sway by Me wee. Betore fungus (Cc) [he elliptical bodies in the wood cells (d) ar gra 
it is destroyed, however, it produces bordered pits, or openings, that lead from one cell to anothe) gra 
millions of spores, a few of which may Pe i cou 
in their turn, if the conditions are right. ance to attack. The sapwood of all woods or in storage piles in yards of } col 
getncnate and start another revolution — species is non-durable "he heartwood the pole producers. In fact infection par 
of the life cycle. on the other hand is relatively durable is so general that it may be regarded cur 
There is a marked difference in the he heartwood of the cedars is among as inevitable unless certain precautions con 


virulence of wood-destroying fungi. <A the most durable of woods; the heart- ire taken. These precautions are usually 





rad 
few appear to be omnivorous. Others wood of chestnut ranks high for dura- 1imed at controlling the moisture condi 
, : ] ne he | ae , . ser 
are limited to certain woods. General- lity among the woods of broadleaf tions, and that amounts to getting the er 
ly speaking, the fungi that attack chest- aPCCS and the heartwoods of southern water out of the sapwood as soon as t Pel 
Ine glas fir > - - ' . : . r ( 
nut, or cedar, will not attack pine, and _— and Douglas fir are fairly durabl it is practicable to do so. The faster i to 
: if they are ke ia ac ' > . 
4 the common fungi on pine will not at- t they are kept from contact with in- the sapwood dries the less chance there con 
1: rec *( < . e . ° +1 . { 1 
tack chestnut and cedar. There are ex cted sapwood. is of infection; and if the wood is once lin 
de 
ceptions to the general rule. The woods It so happens that the cedars and dried and then kept dry it is not likely Pri 
« » aiitt 1 
themselves vary in their natural resist chestnut have a relatively thin sapwood to rot, because the moisture content 1 
00 lo ( ( 1 rus gro l spa 
layer surrounding the durable too low to promote fungus growtl 
’ 4 aer 
heartwood. The depth of this All things considered, it would ap ; 
1 1 te ( 
layer in chestnut averages only pear to be easier to dry out the thin 
} ; > a 3 , es 1 , | | : ad 1 ee equ 
about .2Z2 inch: 1 wester! red apwood otf the cedar ind chestnu han On! 
; ; n] 
cedar it averages approximately to dry out the sapwood of southern pine, 
~ : ‘ Rive 
65, and in northern white cedat ind generally that is the case How 
P sea , ‘ qui 
approximately .55 inch In Doug ever, if a dry pole 1s placed in the sel 
: : . : ele 
las fir the sapwood on pole size ground two sets of motsture conditions 
one 5 - pro 
timber is littl more than twice arise ihe sapwood on the part of the : 
‘ - a t 
as thir k as the sa wood ot western pol above ground becon es alternately 
: : nie ’ can 
cedar. Lodgepol pine sapwood wet and dry according to the weather 
: : ; sma 
has about the same thickness as onditions, while the sapwood on. the 
can 
Douglas fir lhe sapwood al part « the pote low oul s kept Ca 
1 st teT 1 tire | } t time 
southern pin poles iverages about ; oy A l the 
. t sapwor in the u rt t 
32 inches deep It mav be as 7 _ ‘ , : ‘ - con 
: : pole mav be resistant to tungus attack 
sumed that this sapwood is a . It 
P ‘ because of 1ts relative irvness, but the 
most easily available food supply ; 7 i in 
: moisture and tood supply requirements i 
for tung [his is another way ; ; a pan 
of the fungus are met in almost ideal ; 
of saying that the sapwood is soo! , ' = ' th 
fashion mst sapwor low wxround : 
' , a “f ' 1 an ahitreabeil  deaidiouie . dah f sas 
Fig. 4 [ alized pipe rol ts here shown attacked and destroyed under con I xcept when the ground is trozen, of t 
! | ns vorabl oO ; no : , ‘ ' O 
the heartwood of a northern white cedar p dition lavorabi t rungu in the cold weather of spring and fall, tel 
] ele 
Ps 4 or » 1 1 ‘ | 
Similar localized rots occur in cypress and red growth. Infection may take plac the temperature conditions are favorable 
: a sy 





wood. They rarely spread of the tree is felled while the poles are lying in_ the ‘Tin to bene 28% 
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LINCOLN BOOSTS REVENUE BY 


POSTAL 


By 
Oo. V. WILLS 
Postal Telegraph Co. 
and 
Cc. C. DONLEY 
Tel. & Tel. Co. 


Lincoln 


N AUGUST 15, 1933, the great 
C) agricultural territory of South- 
eastern Nebraska was afforded com- 
plete twenty-four hour telegraph serv 


Lincoln Telephone and 


he second largest 


ice when the 
Telegraph company, t 
independent telephone company in the 
United 
efficient 


States, augmented its already 


telephone service by opening 
lines to commercial tele 


that date tele- 


its extensive 
graph business. On 


grams, cablegrams and _ radiograms 
could be sent from any of the 135 Lin- 
coln Telephone and Telegraph com 
offices for handling over the cir- 
Postal 


and its affiliated 


pany 


cuits of the Telegraph-Cable 


company cable and 


radio companies. 


The population of the communities 


served by the Lincoln Telephone and 


Telegraph company ranges from 300 


to 81,000 persons and even the larget 
communities have had available only 
limited hours of telegraph service 


Providing twenty-four hour 


( omplet« 


telegraph communities in 


be un 


Service te 


sparsely populated areas cannot 
dertaken properly by the commercial 


telegraph companies because of the 
equipment and operating costs involved 
Only a communication company can 
give communication service and it re 


progressive independent 


telepl companies join hands with a 
prog! Sive t legrapl ( I iny betore 
a twen out ur tele raphic sery ( 
can really be be made available to tl 
smaller ynmunities Such a. service 
n at s being given without intet 
erencs t the rmal business ot 
the | ( ly le 1 1 | ] ip 
mpan 
in order to handle the telegra loads 
the territor f the Lincoln « 
pany, which territory extends south of 
t Platt kiver to the Border f Kat 
sds ( ist ron Ha tings, Nebras 1 
to the borders of Missouri and lowa, 
telegraph printer circuits operating at 
a speed of 60 words per minutes were 





provided between Lincoln and Nebraska 


City, Beatrice, Superior, Hastings, and 


York The 
the Morse legs of the 


circuits are operated over 


telephone toll 


circuits between Lincoln and the re 


spective cities Thus operate d, the tel 


egraph load does not interefer with the 


telephone load capacity of the heavy 


toll lines. 
The longest circuit, Lincoln-Superior, 


is roughly 130 miles in length and to 


maintain printer efficiency, which re 


quires uniform motor speed at each end 








Telegraph printer in use at Lincoln 


of the circuit, the printers are equipped 
| i 


with synochronous motors operat'ng on 


cycle alternating current sup 








of Postal Tele 


graph service with telephone 


The linking 
service is one of those rea 
revenue producing products for 
the telephone company. It not 
nly gives additional revenue, 
but makes it possible of the 
telephone company to provide 

needed and 
| 


able service to its community. 


another apporeci 


Several millions of dollars a 


year are spent in telegraph 
messages originating in cities 
ynd towns in which Indepen- 


dent telephone companies op 
erate. This revenue rightfully 
belongs to the telephone com 
pany because it is the logical 
communication center of its 
community. And — yet the 
average telephone company 
lets agencies, many of them 
altogether foreign to the com- 
munication business, get this 
revenue which belongs to it. 


Telephone men are urged to 


write the Postal Telegraph 
Cable company for informa 
tion relative to the revenue 


connection 
with its service and details re 
Aarding its installation —Editor 
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arrangements in 
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Biasing control units were 


( 


} 
) 


yperators 


lied by the local power companies. 


provided on 


ach operating table in order that the 


themselves could adjust the 


asing current as line conditions re 


? 


(7 urn to page 30) 


origimatmg im the community 


one company 


























TELEPHONE INSTALLATIONS 


GAIN 


GAIN AFTER 2 YEARS 


Report of the year’s business by the 
Citizens’ Telephone company of Decatur, 
Ind., showed that during the month of 
August the first gain in more than two 
years had been made. Several new tele- 
phones were installed that month and 
the management is hopeful that progress, 
in keeping with better business condi- 
tions will continue. 

The telephone company is operating 
on the Independent telephone company 
code. The directors have voted to com- 
ply with every provision of the code 
and to put it in effect so soon as sched- 
ules could be adjusted, giving the public 
uninterrupted service in the meantime. 


PICKUP ON COAST 


Spokane, Wash., telephone business is 
on the increase and the Home Telephone 
and Telegraph company for August was 
in the black for the first time in 23 
months, it was disclosed recently. 

“New orders for telephone installation 
in Spokane and the surrounding country 
in August were substantially more than 
those discontinued,” it was stated. “Com- 
plete reports for August are gratify- 
ing.” 


Reports generally from throughout 
the Coast region indicated a pick-up in 
phone installation orders. Commercial 
phone patrons were reporting increased 
business. 


BRYAN, O., BETTER 


August was the best month in the tel- 
ephone business this year, in Bryan, 
Ohio, the Ohio 


company reports. The number 


Associated Telephone 


»f phones 
had been decreasing for three years, but 
during August some of the exchanges 
showed an increase. 


GOOD AUGUST 


Southern Bell Tele- 


graph company had its first gain in tele- 


Telephone and 


phones since 1931 in August, G. C. Bow- 


den, district manager, announced re- 
cently. 


UPSWING IN OKLAHOMA 
looked 


as a barometer of business conditions, 


Telephone installations, upon 


showed a net gain during August in four 
of the principal cities of Oklahoma, ac- 
cording to a report issued by the Ok- 
lahoma City office of the Southwestern 
Bell Telephone company. 

Enid installations showed a gain of 
56, ranking second to Oklahoma City 
with a total of 76 installations. The 
gain of 56 for August this year in Enid 
contrasts with a loss of 87 during the 
same month a year ago, according to the 
report. 

Tulsa reported 19 installation gains, 
and Ponca City 23. Other points showed 
losses, but fewer in number than for the 
same period a year ago. 


REVENUES UP 


Net operating income of the Chesa- 
peake and Potomac Telephone company 
of Baltimore City in July showed an 
increase of $5,107 over the same month 
in 1932, the report of operations just 
filed with the Maryland Public Service 
Commission shows. 

Operating revenues in July were 
$1,005,970, as compared with $1,063,710 
last year, a decrease of $57,740. Operat- 
ing expenses were $669,190, as compared 
with $744,254 for July, 1932. 


A. T. & T. INCREASE 


Gross earnings of the American Tele- 
phone & Telegraph company for July 
were considerably above those for the 
same month last year and net operat- 
ing income also showed a substantial in 
crease, according to report to the Inter- 
state Commerce Commission. 

July gross amounted to $7,700,538, as 
compared with $6,463,718 for the same 
month last year. Net operating income 
was $1,337,463, against $335,058. 

For the seven months ended July 31, 
1933, gross amounted to $49,805,306, as 
compared with $53,620,184 for the cor- 
Net op- 


income was $5,962,214, against 


responding period of last year. 
erating 
$5,058,489. 


‘ 


50 NEW TELEPHONES 


With net addition of 50 new phone 
stations during July, bringing total con- 
nections to 511,966, August 1, business 
of Southern California Telephone com- 
pany turned upward for the first month 
of the year. Despite the fact that con- 
nections on August 1 registered first 
gain of year, total 


18 


connections were 


lowest for August 1 in more than three 
years. 

The largest number of connections 
aggregated 596,194 on March 1, 1931] 
On this basis the company showed a net 
loss of 84,283 phones of 14.1% for the 
period of economic depression. 

Total stations on June 30, last, were 
514,808, a net loss of 25,181 for the first 
six months of this year, compared with 
total connections of 562,174 on June 30, 
1932, or a net loss of 30,142 for the first 


six months of last year. 


GAIN IN OHIO 


An encouraging indication of the up- 
ward trend not only in commercial ac- 
tivities but also in the general economic 
situation is revealed in the growing de- 
mand for telephone installations, re- 
by Roland L. White, 


commercial manager of the Ohio Bell 


ported division 
Telephone company, with headquarters 
in Toledo. 

For the first time in 33 months, Mr. 
White declared, there was a considerable 
gain in the demand for telephone instal- 
lations in August. This August gain 
followed a noticeable decline in the net 
loss of phone contracts in July, he re- 
ported, and was followed by an even 
greater gain of installations over re- 
movals in the first half of September. 

This improvement in July and August 
affected only the service in Toledo, Mr. 
White | said, 


provement spread over the entire north- 


while the September im- 


western Ohio area served through the 
Toledo offices. Included in this terri- 
tory are such cities as Sandusky, Fre- 
mont, Fostoria, Findlay, Tiffin and many 


others. 


STATION LOSS DROPS 


Illinois Bell Telephone company has 
experienced a consecutive monthly de- 
crease in telephone stations since May 
of this year, but present indications are 
that a gain may soon be shown. 

The August station loss was well un- 
der that for July, and present indications 
are for a continuation of the decreasing 
loss trend with the possibility of the 
first black figures since 1930 soon. 


ORDERS ACCELERATE 


General improvement in the economic 
situation and the return of men to work 
is reflected in the orders for telephone 
installations received at the Beloit ex- 
change of the Wisconsin Telephone com- 
pany, it was revealed by B. E. Hull, 


manager. 
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For S¢ 4 Im S S i rders 
have re € eceived a he 
30 residence telephones a n th, Mr 
Hull said, but in recent weeks there has 
been a celeratio1 n the rate f ord- 
ers | the two wet ks petween Septem- 
her 1 and 15 alone 66 residet instal- 
lat Ss ere rdered, Mr. Hull said 





Earlier this mont t is ited 

Ne \ Jerse | el ep ne 

I Septem I youl show i 

rain in statio li igust 

a net SS « 1,189 stations w show! 

compared with a loss of 3,396 July 

For the eight months te \ugust l. net 

loss was 22,400 stations, against 32,837 
r the rresponding months 1932 


641 STATION GAIN 
The Michigan 


pany reported a net gain of 641 stations 
during the first week of September, the 


Bell Telepl one com- 


first gain to be shown for over two 


For August the net loss in stations 


was 2,674 and for July 5,631 


NET GAIN OF 1000 


Wisconsin Telephone company report- 
ed a net gain of 1,000 stations for the 
first twenty days of September. August 
was the first month in a year and a half 


to show an increase in installations. 


NEW YORK STRONG 
The New York Telephone 


in the first two weeks of 


company, 
September, 
showed a net gain of 5,048 stations. This 
compares with a net loss of 6,092 sta- 
tions in the corresponding weeks of 
1932. Indications were that the upturn 
will continue with a substantial net gain 
for the month. 

The last time that a monthly gain 
was shown by the New York organiza 
tion was in November, 1931, and every 
month since then has shown losses 

For August 


the company showed a 


net loss of 7,008 telephones, compared 
with a loss of 20,402 stations in July 
For the eight months to August 31, net 


loss of 120,177 stations was shown 


MOLINE, ILL. 


Moline branch of the Illinois Bell Tel 
ephone company reported an increase in 
the installation of telephones last month 
for the first time in the last three years, 


according to Ralph Haddick, manager. 


IOWA IN LINE 


Concrete evidence that the upswing 


of general business has begun to bring 





structive resulta s offered t 
\ edar Ra la pt st ts 
m the telephon pany M. H 
Morris manage! the Nort vester 
Be lelepl ie compa eported a gain 
n number telephones receiving se! 
through the Cedar Rapids exchange 
uring August This is the first time 
eariv tw vears, Mz Morrison said 
that the number of telephones installed 
has exceeded the number removed 
Orders for installations offered the 
telephone company during the first week 
September were decidedly greater 
than during the corresponding week in 
\ugust and the month started out with 
the prospect of! showing a tair gain i 


i 


, ane 
the number of telephones 


BIG JUMP ON COAST 


Tele phe ne & 


ompany, after witnessing for months a 


The Pacific Telegraph 


ontinued loss in telephones, was enabled 
to report a net gain of 1,526 telephones 
for August and a net gain of 3,722 tele- 
phones for the first two weeks of Sep- 


tember. 


CHICAGO GAINS 

With business picking up Chicago is 
increasing its use of the telephone. The 
Illinois Bell Telephone company recently 
made its first favorable installation re- 
port since April, 1930. 

During September the company’s tele- 
phone installations in Chicago exceeded 
the disconnections by 5,688. Usually in 
September, it was stated, there is an in- 
crease in telephone business, but in Sep- 
tember, 1932, there was a loss. 

Outside Chicago the increase in instal- 
1,065 


ompared with a loss of 4,242 in Sep- 


lations over disconnections was 


tember, 1932. 

The total gain for the territory in 
which the company operates in Septem- 
ber was 6,753. 

It is reported that the greater part of 
installations from 


the telephone come 


the homes, indicating that Chicagoans 


are going back to work. 


BELL IN UPSWING 
The American 


Tele- 


graph system enjoyed a net gain in tele- 


Telephone and 


phone connections in September, the 
first time since 1930 that the trend has 
shown a gain for any month, 

Preliminary figures indicate the in- 
crease amounted to 29,000, and of equal 
importance, officials of the company are 
understood to believe a similarly satis 
factory showing will be recorded for 
October. 

Of the 29,000 gain in Bell 
telephones in September, it is under- 


stor rd the Ne W 


system 


York Telephone com 


pany, which operates about 20 per cent 
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t system’s telephones, accounted 

100 of the total increase. agains 

et loss ol 11,167 for September, 1932 
The last time the New York unit 
ved a net gain in telephones for 
onth was in November, 1931, and 

each month since then has shown a drop 


the number of units in. service until 


t uptrend developed last month. In 

August the company had a loss of 7,008 

stations, compared with a loss of 20,402 
Tuly 


Since the latter part of 1930 the Bell 


system as a whole has consistently 
ost units in service, the total discon- 
nections in 1931 and 1932 aggregating 
pproxiamately 1,900,000 In the first 
three months of this year an additional 
343,009 units were disconnected, fol- 
lowed by a better trend in the second 
quarter. 

By August disconnections had been 
ut to about 20,000 units, and at that 
time company officials 


were reported 


here as believing that by September 


or October the trend toward an in- 
rease in the total phones in use would 


recorded. 





Improvement Programs 
Announced 








REPLACES LINES 


The Ohio Public Service company is 
spending much money in replacing its 
pole lines along the interurban railway 
tracks through Port Clinton, Ohio. The 
Northern Ohio Telephone company also 


is rebuilding its lines in this vicinity. 


LINES REBUILT 
Within the next month Northern Ohio 
5,700 
Many 


wires will be re- 


Telephone company will _ install 
feet of new cable in Norwalk 
poles and overhead 
moved. Toll lines between Norwalk and 
Bellevue are being replaced partly by 
heavy cable and partly by 24 miles of 
opper wire placed on 100 new poles. 


$30,000 PROGRAM 
\ $30,000 
Mansfield and 


was started 


expansion program in 
Ohio, 
Mansfield 


lelephone company, it was announced 


Richland county, 
recently by the 
by Gustav Hirsch, company director. 
The expansion program, according to 
Mr. Hirsch, will 


rebuilding of exchanges at 


consist of: entire 
Butler and 
Lexington, including new plants, new 
equipment, and new dial system tele 
phones; installation of an underground 
conduit on North Main street road to 
the north end of the airport in Mans 
field, and the rebuilding of toll lines 
from the airport road to Olivesburg 


(Turn to page 26) 
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Time”’’ Wages 
**Part-Time’’ Work? 


Most operating jobs in small magneto exchanges are no more than "part time” 
jobs. Traffic studies show that the total twenty-four-hour load of the average small 
| exchange requires only one or two hours of actual operating time. Yet with ordinary 
| magneto operating methods, the full time of an operating staff is required, commanding 


"full-time'’ wages. Is it any wonder that small exchanges are seldom profitable? 


Herein lies the fundamental economic reason for Strowger Remote Controlled 
Exchange equipment. R-C-X operation permits the economic grouping of operating 
labor so that traffic can be handled with proper efficiency. I+ eliminates the costly 


' practice of paying ‘“'full-time' wages for “part-time'’ work. 


R-C-X operation can be adopted at a very low cost, and with minimum dis- 
turbance to existing conditions. Telephones need not be touched; lines are left as 
they are; present methods of ringing and subscriber operation need not be changed. 
Merely replace the old magneto switchboard with an R-C-X unit such as the one 


eR me 


illustrated. From that time on, improved twenty-four-hour service is furnished, and 


| the exchange placed on a permanent, profit-earning basis. 


Let our sales engineers show you what a difference R-C-X operation can make in 
the service and profits of your small exchanges. Full facts and figures gladly furnished 
without obligation. 


= on eae SALES COMPANY 


REN ie t= Se oe (on Blow -acuom | 6 
Sales Agents in U. S. and Possessions for 


OMPAK ik ey AMERICAN ELECTRIC COMPANY 
sa and other companies CHICAGO 








Exclusive Export Distributors 
ECTRIC SH. LIMITED ‘ ‘ . 1027 West Van Buren Street, Chicago, U. S. A. 
AUTOMMPALES COMPANY. S. A., 22, Rue de Verger, Antwerp, Belgium 
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CARLISLE, PA. CUTS OVER TO 
NEW SYSTEM 


S. A. MOUNTEER 
Eastern Manager, Kellogg Switch 


board and Supply Co. 


N fiity-one years of telephone history, 
| Carlisle, Pa., has seen its telephone 
system undergo many changes. From a 
one-position magneto exchange serving 


25 subscribers, Carlisle’s system has 
grown to a common battery exchange 
with 2800 subscribers. The modern, 12- 


position Kellogg Masterbuilt  switch- 
board recently cut over is the largest 
Independent installation made in_ this 
country during the past two years—a 
fact of which both the Kellogg company 
and The United Telephone company are 
proud. 

Carlisle was founded in 1751 as the 
county seat of Cumberland County, Pa., 
and has since then become one of the 
richest towns in historical lore in this 
country. It is located 18 miles west of 
Harrisburg, the state capital, in the 
heart of the scenic and fertile Cumber- 
land Valley. 

A manufacturing town surrounded by 
some of the richest agricultural prop- 
erty in the state, Carlisle today has a 
16,000. 


service is provided chiefly by the Cum- 


population of Transportation 
berland Valley branch of the Pennsyl- 
vania Railroad and a bus line. Im- 


proved highways too, enter the town 


The attractive new Carlisle exchange recently opened. 
It is without question one of the most beautiful exchange 


trom all directions Dickinson College, 


1 


“oldest college west of the Susquehanna 
River’, which is located here, is recog- 
nized as one of the outstanding law 


schools in the country. 


Government Reservation 
The United States Government Army 
Reservation at Carlisle has, perhaps, 
idded more than any other one thing, 
to Carlisle's fame. Selected as a site 
for a barracks during the Revolutionary 
War, the reservation has been main- 
tained continuously by the government, 
Named Fort Washing 


ton during the War of Independence, the 


up to this time. 
barracks were constructed by Hessian 
held 


A guard house, one of the orig- 


soldiers prisoners by colonial 


forces. 
inal group of buildings, is still in use 
today. 

In 1879 the Indian 


was established at the Army Post. It 


Carlisle School 


was at this school. that Glenn “Pop” 
Warner, first came into prominence, and 
that Jim Thrope, world’s greatest ath- 
lete, developed. Football teams of the 
Indian school were unexcelled. 

At the close of the World War, the 
Indians were transferred to western 
reservations, and a United States Army 
General Hospital was opened. Three 
years later, the present Medical Field 
established at the 
Carlisle Barracks. Field 
officers of the Medical, Dental and Vet- 


erinary Corps of the regular army, Na- 


Service School was 


training for 


First picture of 


butldings completed in the past several years. 








oard ri 


tional Guard and Officers Reserve Corp 
given here. 


Exchanges Consolidated 


Many things have happened since Dr. 
Frank, as local manager, opened the 
first exchange for the Pennsylvania 


Telephone company in his drug store 
Miss Elva Gring, the first operator, was 
paid six dollars a month for serving as 
operator and store clerk. She was suc- 


ceeded by Miss Minnie E 


served until she was retired in July 1930, 


Hennigh who 
aiter a telephone career which covered 
a period of 47% years, which, we would 
say, iS quite some record at employment 

While Pennsylvania Telephone com- 
pany was still in its infancy, a compet- 
ing company, Southern Pennsylvania 
Telephone company, was formed by a 
number of prominent Carlisle citizens. 
Harry Grove, who is still employed in 
telephone work in Carlisle, installed the 
first telephone for Southern Pennsyl 
vania Telephone company at the home 
Southern 


of the president, F. C. Bosler. 


Pennsylvania Telephone company intro- 
duced the first cables and common bat- 
tery service to Carlisle 
Both companies grew despite their 
competitive efforts—Pennsylvania Tele- 
phone company eventually becoming a 
Southern 


Bell company, and Pennsyl- 


vania Telephone company becoming a 
part of Cumberland Valley 
In 1924 a fire destroyed the 


Bell exchange in the Burg building and 


Telephone 


company. 


a new exchange was hurriedly opened in 

the Farmers’ Trust company building. 
Four years later, Cumberland Valley 

Telephone a quired by The 


company 
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G. S. HERBERT 


United Telephone and Electric company 
of Delaware and in October 1930, the 
Bell and Cumberland Valley company 
were merged to form a single Indepen- 
dent telephone system in Carlisle. 
Immediately following the consolida- 
tion of the two units, plans for an im- 
proved telephone system in a building 
owned by the company were laid. These 
plans culminated with the recent cut 
over when for the first time since 1899 
Carlisle has had a _ single telephone 


system 
Beautiful New Exchange 
The business office, central office, and 


United 


of Pennsylvania have been 


terminal office of Telephone 
company 
brought under a single roof in the new 
Carlisle Telephone building at 120 West 
High street. A large garage and ware- 
house of fireproof construction has been 
erected directly in the rear of the 
building. 

The beautiful new building of mod- 





RaLtpH M. WILLIAMS 





ern, American architecture finished wu 
mottled tan Abbochrome terra-cotta, is 
located in the wire center, which is also 
the business center of Carlisle The 
Railroad Station is directly opposite the 
telephone building,—the Post Office less 
than a block away—the Argonne Hotel 
in the same business block,—and the 
town square, court house and_ three 
banks all within two blocks of the main 
entrance to the telephone building 

The building is modern throughout, 
with every convenience for employees 
and patrons. The business office is large, 
light and homey. A_ glass partition 
separates the business office from the 
central office, making it possible for 
visitors in the business office to see the 


operators at work. 


Rest Room 
A very neat, attractive, and comfort 
able rest room has been provided for th 


operators. The floor is covered with a 





RALPH VAN TRINE 


mulberry colored carpet which harmo- 
nizes well with the seafoam green walls 
The back of the 


as one wall of the terminal room, mak 


switchboard serves 


ing it convenient for the wire chief to 
routine his equipment. The distributing 
frame, protection rack, relay rack, 
power panel and ringing machines were 
designed as compactly as possible and 
installed in a small area allowing plenty 
of working room. The battery and ca- 
ble vaults are located in the basement of 
the building directly under the terminal 


room. 


Trouble-free Cutover 
Engineers of the United Telephone 
company of Pennsylvania completed a 
perfect cut-over when the new system, 
which includes thousands of feet of un- 
derground cable, the new  12-position 
switchboard, new terminal rack, and as- 
sociated equipment, was cut into service 

Less than one minute elapsed between 
Twigg, 


the time G. E general plant 
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L. R. THURSTON 


manager, gave the signal to start cutting, 
and the completion of the operation 
Heat coils were jerked from the old ter- 
minal rack in nine seconds. Fifteen 
seconds later the job of pulling strings 
to release springs against heat coils to 
complete the circuit in the new equip- 


ment had been finished. 


“Gang” on Hand 
Twelve parties who were talking when 
the cut-over began were uninterrupted 
as the connections were set up on the 
new board previous to pulling the heat 
coils. So fast was the cut-over com- 
pleted that the parties were unaware 
that anything unusual had occurred. 
United 


were on hand, prepared for any emer- 


A large staff of engineers 
gency which might arise, but after they 
had finished the job of pulling heat 
coils their night’s work was done. 

The usual excitement and last minute 
rush to check circuits and make line 


changes that invariably occur with a 





Braprorp M. Fret 
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Reese as “Won- Gladys Cleland, Marcella Zeigler, 
derful, simply Hilda Heiges, Irene Pensyl, Bertha ' 
wonderful.” Line, Mabel Klucker, Leoline Meals, 


Immediately Marguerite Franciscus, Grace Greeger, 


following Judge Charlotte Shugart and Evelyn Shank 


were at the new switchboard as the } , 











Reese's call, : 
Ralph Van_ first signals appeared. Operators Doro 
Trin execu- thy Brown, M7 ret Rhodes, Dorothy 
tive vice presi- Jacobs and Mar t Reiber remained 
dent of the at the old exchang, until the cut-over 
United Tele- had been completed. 
phone company The new Kellogg Masterbuilt switch- 
] 1 
)f Pennsylvan board and associated equipment, has 6 
la talked with many teatures by which the opt rators 
, si : 
ine * Brown, benefit, and except tor s¢ ntimental reas- 
“s : 
I resident oO! ons, the operators were glad to leave the 
the United old exchange with its obsolete switch- 
companies, at hoard and the stiff daily climb of two ' 5 T 
Abilene, Kan flights of stairs. pac 
Mr. Van Trine 120 
= _ o— said the trans- Features of New Board Sg 
tica 
hese are the men who installed new telephone syste : ' , ; 
m i ri te Da. ae ee eee ape mission was These six distinct features make the ser 
arlisle, Pa. ; , ' 
lst row—left to right—John Siemons, Bill) Diehl, Pat the best he has new switchboard, which is divided into ! 
Doyle, Claude Anthony, Bill Moore. ever  exper- seyen local, four toll and one rural po- 1 
2nd row—left to right—Gordon Snyder, J. E. Stahl, ienced between sitions. one of the most modern, most 
pe x «. ‘ - a . 7 ope 
Chick” Warren, Ed Thurston, Russell Herr, J. H. Penns ylvania snlote 1 “fastest” itchboard in pm 
Federho sf Ed. Trimmer - compete an ast Switchnpdoard I cur 
‘ £ ‘ f Py - . - a ° . 
and Abilene. any town the size of Carlisle ie 
. circ 
cut-over was noticeably absent Saturday Officials Attend 1. The multiple line lamp _ feature E que 
night as the “gang” waited impatiently oh A — , flashes a signal for a call betore i line 
ne Joe” Fargo, United building super- : ; ; ; : ie 
for 10:10 oclock, the hour set for inaug-_ . F seven operators, permitting any ol I 
: : : intendent who erected Carlisle’s new ; , 
uration of the new exchange. Every a a the seven to answer equ 
siden : telephone building, placed a call to the ' + ‘ 
line and cord circuit had previously rr 2. Keyless listening enables the oper- sub: 

. ; ee 4 home of his daughter in Columbus, ak i cia ill as all ' 

been tested and reported O. K. O} ator to speak with the subscriber a and 
. . . 110. 

Miss Lottie Palmer and Miss Edna soon as she places a plug in_ the am 
Bateman, traveling chief operators, held [he writer, who had come to Carlisle jack, This does away with a key ope! 
a conference with Miss Bessie Lindsey ¢SPecially for the cut-over, placed a call which the operator formerly used ‘i 

t essie Lindsey | 
and her operators just previous to the Mrs. Mounteer in Chicago. when asking “number please?” j lam 
cut-over, giving them last minute in- Altho the cut-over was not intended 3. Machine ringing automatically unis 
structions. At 10 o'clock the operators to be open to the public, approximately rings the number of the party being ligh 
took their places at the new switchboard. one hundred persons were on hand to called until the phone is answered | | 
Cord connections were set up for the witness the occasion or the party calling hangs up a 
dozen calls appearing on the old switch- ; ator 
, : oe Some ot those preset il d ; : 
board in the Farmers Trust building, \ | : gp a em sapppens. 30 i toll 
’ an rine, G. S. erbert, vice presi / liga wl. Plant Moar.. ready t : 
the head coils were pulled and the light , = 4% = ihe Twigg, bers Plan ie trun 
‘ dent and general manager, R. M. Wil pull string which wi ut new terminal 
a signals began to appear on the new F , ’ i ae “. be j a in 1 
vitchboard liams, superintendent of equipment, Mr room equipnien ana = swucnooard mts Nate 
SWwit¢ oard. ane : ‘ service. Operation was mpleted im ) 
Twigg, A. L. Croft. general commercial PN Heat ie yeni . sos 
it lide i tu crt tft { 4 ‘ i? / aac 
Many Toll Calls manager, Henry Rasher, auditor, Mr removed in 9 seconds The 
- “r er 4° > - \ - 

Marguerite Franciscus plugged in on Free, Jim Earley, Mr. Myers, S. A whe 
the first signal and received a number Mounteer, eastern manager Kellogg i and 
from Bourcess Fred Myers who was Switchboard and Supply company, C. M i oper 
present at the event \s the men began (Thompson, district manager of the Kel rem 
pulling in heat coils, he lifted the tele ogg company, and James Gouffer - a 

. - 1 ) -epresen | RR Phurston : 
phone instrument in the office of Brad paper represemiasive. 4 ; } hurston, ' at tl 
ml ¢e 4 — o ei for ‘ ‘ 
ford M. Free, Carlisle district manager, general trathie manager, contined to his 
1 on sareeh > ores 1. } ’ 
and a few seconds later was talking home with the gripp as absent Mr TI 
Th eof 1 he - I++ " . } " . 
with officials at the police station Phurston helped draft plans for the new ' ' 
; a oe oe ee —- : Pe ae i ces 
Burgess Myers said that the connectiot telephone building and assisted in writ full 
- CY T 7 1 ? ' +} t + ] ul 
was made faster than any other tele ing specincations tot “~ See O 
a 5 | - n 
phone call he had ever experienced poard 
batte 


Shortly aftér Burgess Myers. had fin 





ished his call, Cumberland County ' 
Judge, Fred S. Reese, placed a long dist Profiting from the instructions in op ' alg 
ance telephone call to his mother in erating the new switchboard, held under ' a 
Ilion, New York. Judge Reese’s call the supervision of Miss Bateman, oper | a 
was the first toll call through the new ators Miss Palmer and Miss Lindsey H ~ a 
exchange. The service and transmission handled the calls through the new equip slates 
were described to Arthur L. Croft. gen ment as if they had always worked at | toll : 
eral commercial manager, by Judge i full-feature service switchboard i ie ‘ies 
in 
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er, 4. Instantaneous disconnect automat- is planned to grow from right to left. 
‘tha : 1 . , 
tically disconnects the line and ‘ . Th , } . “ ; 
t ‘ € section is shipped knocked 
ale. . aig ae Can You Help Us? Pl 
| opens it immediately tor othe! down his has been made possible by 
ze! ' 1] Sa ee ee : < 
: ' calls as soon as the receiver 1s We are in need of complete a caretul resign so as to provide means 
alk lane 1 
hung up. bound editions of TELEPHON: for quickly assembling the section on 
tne : z - ] — +] } . : : 1 , 
: S Line lamp recall permits the sub- Ene INEER and | HI [TRANSMITTER the iob The cost of assembling and 
re ril er Spe oe 
: scriber to make a telephone call which was absorbed by Tetut lining up of Masterbuilt section is con 
thy ' 1; | ; , mpleting > ; ( 
immediately alter completing one PHONE ENGINEER in 1929. If you siderably less than that of older type 
ned ann ae 11 +] co surea eit | _ 
conversation All that is necessary can help us fill this order please sections wherever two positions or moré¢ 
ver Cy ile } a } . . - 
i is lor the subscriber to hang up for write TELEPHONE ENGINEER Pups are provided 
' : é, , 
| an instant and his line is clear tor LISHING CoMPAN? QS ey. 
: , : y, 185 North Installation of the entire new tele 
h- another Ca Wabas ve.. Chicago ; 
ibash Ave., Chicag phone system in Carlisle was done by 
has ‘ 6. Secret service iutomatically dis ; a 
i regular United Telephone company em 
tors ' connects the operator as soon as 
he | ' ployees under the supervision of Mr 
is : she has set up the connection so , 
| = =P 1 supervisory lamp and the disconnect fea- Williams and Mr. Twigg he switch 
the ' that she is unable to listen in on : ealled 1 "ae Stahl 
’ Ss Ste - ‘ tall 
; ‘ 5 aa ture is barred The flashing lamp is arg was INstales mW aeeey 
tch the conversation. 
risiant 4 ‘ae siti aa 1, switchboard installer He was assisted 
~.. : e ues’ Lannea | . extinguishec rV the operation ot the 
two ' 5 The new Masterbuilt board has a ca | Rill M R 1] Herr id ¢ ~ 
f 2 bail manual listening key. An especially ad 7 oa ae) eee. ee. ae ; 
pacity of 3600 lines as compared with 
: : ee . — enety tn aie Warren, Carlisle wire chief Stahl was 
1200 lines on the old switchboard. pra Vantageous teature of this circuit 1s that 
S’ l I iG Wit de I, | r A . " 
; ‘ ' eee ae ae i also in charge of installing batteries, 
i tically all of which were being used to no battery is fed y the calling cord ; 
; ] ring eg Mik 1 | an 0) *T ane 
, a ‘lisle’s 2800 sul Ee when placed in a magneto line jack shai Some seaeanian ait power pancis 
the serve Carlisies 2 subscribers > 
; Claude Anthony, Hanover, Pa. wire 
into data " \nother feature of the Carlisle board 
Clickless” Operation chief, and Gordon Snyder, traveling 
po- . ; is the magneto ringing control if a : 
[The new switchboard is designed to ‘ wire chief, assisted Stahl and Warren 
nost , magneto subscriber, calling a subscriber 
, operate on 24 volts, with 48 volts talking in running jumper wires on the distri 
on et in a common battery line, should fail to 
current on toll connections [The cord |, pai bution frame, and with the general in 
' soe ring off” after his party does not ans 
circuits are equipped for single fre- ? ‘ stallation 
— it ti 4 ; wer, a special timing relay automatically 
quency alternating curren our-party : > . a : ' ; 
mn , il stops the ringing of the calling subscrib Ed. Thurston, chief cable splicer, Ed 
ore ine with semi-selective code ringing : . 
ging. . oa. eS , f 
f TI batt vane er’s bell and is automatically discontin Sersch, J. H. Federhoof and M. A 
oO 1e@ common battery local lines are : - , ; ae — iil oi ne 
i 1 for “clickless” t t] ued after a certain period of time. When — Rhine completed the new cable job with 
equipped for “clickless” operation to the : : “40 it all se ae i ada 
per | 1 all rel ; the current is cut off, the relay is re its thousands of wire splices, and mad 
r subscribers, and all relays are designe : , ; me! : eae 
' ‘pioneer, stored and supervisory lamps light, indi the half-taps necessary to cut in the new 
r as and adjusted to function on a minimum , 1. Tho C sats ; 
P cating a disconnect. If necessary, the Plant. The cables were drawn through 
he amount of current, and assures positive ; , xe _ _ 
i at colt operator can start the ringing again at the new conduit ducts by W. R. Foster, 
Key operation a al mes : a ‘ , . 
; TI ' - the request of the calling magneto sub foreman, and his construction gang 
1Se( 1e magneto toll and rural lines have 
c gee So ae Pee sini aceite Others who helped with the various 
amp signals so that they will flash in 4 ” 
; lamp ; ; or Asn installation jobs were Pat Doyle, 
hh j unison with cod rings, and remain A-B Toll Connections “p : : ¢ 
ally suave a oo Cc Bill Diehl, John Siemons, Earl Sheaf 
neg light at the end of a ring The equi oO lle -B . 
eing ghted at the end a ring The equipment t handle \-B toll fer and Harry Grove. Incidentally, over 
red ' The aster Is equip] i r - gives fas . , oll se >2 
red The Masterbuilt equipped with re traffic gives fast and efficient toll service 133.000 solder connections were made 
- | ] 1 . 
ording trunks so that the local oper -mits » loc ™ —e , 
ame rus ‘ ; - oO It permits the local operators to complet by Stahl and his assistants while install 
ator can connect local subscribers to the calls fro arlisle to ’ Ss : 
or « ¢ ( ¢ calls from Carlisle to nearby towns with ing the new equipment 
} toll or recording operator directly. These out going through the Carlisle toll board 
: ' ; District Manager Free has received 
trunks appear tor the ioca operators Obviously, the time-saving element and 
minal ee , ae , ? numerous compliments from subscribers 
; In multiple jacks and busy lamps, and the consequent improvement in_ toll 
n ; j - . n the improvement in the service, and 
15 terminate in the toll r recording posi! ervice 1s great with such facilities 
: : — , everyone concerned is more than pleased 
é tions in answering jacks and line lamps Lit nd rd testi ircuit re | ’ 
TI ; -* : oa : €e and cord testing circuits are i with Carlisle’s new telephone system 
he trunk line imps are locked u stalled in the switchboard positions to 
when the toll operator answet call , 
facilitate regular testings 
, ; 
ind ¢ t api T iva w ie ¢ t 1 ' ’ r 
PP 2 Due to the rapidly increasing growt! A CORRECTION 
operat discor cts Tl rst ¢ - ins 
a : salt : te service in Carlisle, it was esset 
i ren ed after a call is finished will give , ' ; , : We wish to correct a statement made 
' tial to plan and provide for toll expat ' 
' a disconnect to the lamp of the cord up ia al - : ie : n the August issue of TELEPHONE EN- 
; ; , SiON ¢ lal Or poOssIDiy greater than the ; 
it the other end , , ; Fé GINEI relative to the Ohio Associated 
yrowt ot local trath Phi ection ha 
; ; 
' 4 . , 1 ‘ Lelephone company being in receiver 
Local Cord Circuits ween designed and so arranged that the ; 
a , ' ; 1 ' ' , , ip. This company is not in receiver 
| rd circuit ire especia ke shelf, plug she cord rack ol . 
' ’ , , ‘ . ‘ 1 ’ 1 p stated in News From The 
desigi or bot \ t er e and ecting rack and re gate wil r 
Par ; 474. a — oa Kiel n that issue 
j } é t readliiv removable il i positions W 
j ' , , , : 
' On ( common battery 1 commot be interchangeable so that any positior 
' hatter: 11 “ _ ere ~~ ‘ | to] - - | ] 
: hatte ills utoma listening, auto can quickly be made a 1, rural or local . "Ar 
HEART ATTACK FATAL 
matic ringing, secret service, instanta! position as future requirements demand 
eous disconnect, and line lamp recall This feature also makes it possible t Melvin James Perlewitz, an employes 
are provided On local to A-B toll wire and equip a positior complet I ft the accounting department of the 
traf the listening is automatic but a the Kellogg factory. so that the tel Mountain States Telephone & Tele 
' 
N manual listening kev s furnished for phone company can receive complete po graph company, and a on of James 
supervision The A-B toll ringing 1s sitional equipment ready to place in the M. Perlewitz, manager of the Graybar 
; manual and. with the calling cord in a switchboard in an existing position or Electric company in Salt Lake, Utah, 
j . . , . , 
toll jack recall by the local subscriber in a new position without interrupting died September 4 He was stricken 
; is indicated by automatic flashing of the the service The Carlisle switchboard vith a heart attack 


' 
' 
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SCHOOL INSTALLS RADIO 


SYSTEM 


Ties: PLETE program service equip- 
ment serving 70 rooms has been in- 
stalled by the Stromberg-Carlson Tele- 
phone Manufacturing company in_ the 
mammoth North Division High School 
at Milwaukee, Wisconsin. The building, 
incorporating the finest and most up-to- 
date educational equipment available, is 
considered by many the equal of any in- 
stitution of its kind in the country. 


The system installed by the Strom- 
berg-Carlson company is complete in 
every respect, allowing radio, phono- 
graphic or local pick-up programs to be 
sent throughout the school. The switch- 
board is so arranged that any or all of 
the loud speakers in the system may 
be used, separate keys controlling the 
output ‘to each room. A general pro- 
gram key instantly connects all speak- 
ers in the system. 

Sixty-eight class room speakers are 
employed, one in each room. Beside 
these, two special shield-type dynamic 
speakers are installed in the auditorium 
and two other special speakers are used 

These gym- 
specially con- 


in the large gymnasium. 
nasium speakers are 
structed to withstand the hard usage 
they are likely to encounter in this lo- 
cation. Each speaker consists of two 
dynamic units mounted upon a_ sub- 
stantial wooden baffle. The opening of 
each is protected by a heavy metal 
grille. They are located on either side 
of the gymnasium to insure adequate 
audibility. 

Four microphones are employed for 
pick-up of programs originating within 
the school. 
phones are installed over the stage in 


Latest type condenser micro- 


the auditorium and in the music room. 
A close-speaking microphone is located 
on the principal’s desk for his use in ad- 
dressing the entire school without the 
necessity of calling a special assembly 
as was done formerly. Other uses of 
this microphone are the transmission of 
signals denoting beginning and end of 
classes and the announcement of fire 
drills. A fourth microphone is located 
on the equipment panel of the system 
for the use of the operator in announc- 
ing programs. 

The equipment itself consists of two 
panels of Stromberg-Carlson’s No. 2 
Program Service System. Two No. 8 
amplifier units give the system a total 
of 40 watts output. The panel board 
contains a powerful Stromberg-Carlson 
radio receiver for the reception of edu- 
cational radio programs. Below it is 
lecated the mixing panel where correct 
selection and mixing of incoming pro- 


grams is secured before putting them 
on the system. Below this panel is lo- 
cated the primary amplifier and_ the 
power amplifiers. 

The other panel contains an electric- 
ally operated phonograph and magnetic 
pick-up, a primary amplifier for pre- 
liminary amplification of local programs 
derived from local broadcast micro- 
phone, before passing to the power am- 
plifiers. Here also is located all the 
switchboard apparatus for the 72 speak- 
ers in the system. 

A very desirable feature of this sys- 
tem is a duplicate control panel in the 
principal’s office with which he may, by 
means of telephone type relays, control 
With the 


entire 


every speaker in the school. 
board the principal may take 
charge of the program from his office, 
giving instructions to the 
through a special telephone connecting 
with the main control panel. 


operator 


INDEPENDENTS BATTLE 
RATE PROPOSALS 


Independent telephone companies op- 


erating in Georgia continue to oppose 
any reduction in their rates at hear- 
ings being held by the Georgia Public 
Service Commission on rules issued by 
the commission involving proposed rate 
reductions. 

The companies cited to appear be- 
fore the commission were the Cairo, 
Reynolds, Hawkinsville and Walker 
County Telephone companies. 

J. Smith Lanier, president of the In- 
terstate Telephone company, at West 
Point, challenged the authority of the 
commission to reduce rates of an inter- 
state 
stated that his company 


company at the hearing. He 
operates on 
a Golden Rule basis and its last in- 
crease in rates was on petition of the 
subscribers themselves when he was 
about to abandon service because of 
flood damage. 

J. L. Mathews, 


Statesboro Telephone company, _ told 


president of the 
the commission that his subscribers 
had dropped from 785 in 1928 to 475 in 
1933, and the salaries of all employes 
had been cut because of falling revenues. 

M. C. York, owner of the Standard 
Telephone company, operating in 
Clarkesville, Cornelia, Demorest, Hab- 
Baldwin, told 


the commission that it could not give 


ersham, Mt. Airy and 


him any higher rates and his subscrib- 
ers didn’t want any lower rates, which 
now range from 50 cents for farm tele- 
phones to $2.50 for business phones. 
“My customers told me if I got in 
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trouble with you fellows to let them 
know,” Mr. York said 


fied and I don’t want you fellows mess- 


“They’re satis- 


ing with my rates. I don’t want any 
increase—wouldn’t have it—and if vou 
try to cut my rates you will have a 
fight om your hands. I like my folks 
better than I like money. I think I 
made $425 last year working every day 
as manager, lineman, truck driver and 


general handy man.” 


TELEPHONE STATIONS 
GAIN 


(Continued from page 19) 


The purpose of rebuilding entirely the 
exchanges at Butler and Lexington, with 
inauguration of the dial system in these 
villages, is to centralize calls, Mr. Hirsch 
stated. 
to call directly all city numbers. 


County patrons will be enabled 


Installation of the underground con- 
duit is in line with a program to con- 
struct all lines in this manner, with some 
of the installation work already com- 
pleted in other sections of the county. 

Centralization of calls outside the city 
through the city exchange had also been 
undertaken in the north part of Mans- 
field county, where the dial system is to 
be used. Adario and Shiloh inaugurated 
this system recently. 


$27,000 PROJECT 
Work on the $27,000 project to place 
all overhead telephone wires in the 
Michigan City, Ind., 
in underground conduits, 


business district 
started last 
month, according to R. D. Shaw, man- 
ager of the Bell Telephone company. 
Mr. Shaw said that the company will 
employ about 30 men in this work. The 
about four 


job will be finished in 


months. 


BUILDING COMPLETED 


The $30,000 improvement program for 
the Northwestern Bell telephone com- 
pany in the Spirit Lake, Ia., territory 
includes the new semi-residential type 
telephone exchange building just com- 
pleted. The building was occupied Oc- 
tober 1. 


$10,000 IMPROVEMENT 


The Ohio Bell Telephone company is 
spending approximately $10,000 in re- 
building the company plant at Thorn- 
ville, Ohio. Old buried cables are to 
be replaced by new aerial cables pro- 


tected by conduit. 


The telephone exchange at Big Bend, 
Wis., has again changed hands and is 
now owned by the _ Indiana-IIlinois 


Telephone company. 
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ENGINEERS IN TELEPHONE 


SALES WORK 


(CU ¢ 
ing Having to hold it itural the 
prospect turns 1t ove i l f¢ cuses his 


thoughts upon it 
convenience the salesman lifts the 


handset to the talking position and the 


pré spect us lly loes e san auto 
matically. 

However, it is one thing to secure 
attent‘on from a prospect and still an- 
other thing to arouse his interest. Many 
companies use a letter as the first step 
in creating interest in the prospect's 
mind for telephone servi This let- 
ter serves very nicely to open the way 
for a personal call by an employee- 
salesman \n example of such a letter 


is reproduced herewith 


ean at the bottom of the letter 


This sales letter was written pri- 
House” in 


a selected list of prospects tor handset 


marily to the “Lady of the 


telephones. Enclosures give variety to 
a letter. This letter is designed to be 
accompanied by a suitable folder il- 
lustrating the attractiveness of the new 
handset. It costs no more postage to 


include a piece of printed matter than 


to send the letter itself. \ letter is 
often discarded where a folder is often 
tucked away for future reference by a 
prospect. If the folder is printed in 
two or more colors it catches the eye 
and has a better chance of being read. 
There are a number of beautifully col- 
ored folders furnished by the manufac- 
turers of handsets which will assist in 


arousing buying motives. 


In order to acquaint a picked group 
of discriminating patrons with the in 
provements in 


telephone instruments, 


several companies are installing for 
a trial period handsets equipped with 
the three winding induction coil. Test 
calls are made at various times with 
the subscriber during which attention 
is directed to the chief points of su- 


Noth- 


ing is left to the imagination of the cus- 


periority of the new equipment 


tomer each and every advantage of 
the handset is pointed out and proved 
instrument 


by means of a_ working 


temporarily installed on the patron's 


premises 


As is generally known, reduction ot 
undesirable sidetone in the old booster 
circuit could only 


type of substation 


be obtained with a definite sacrifice in 
transmission The outstanding § ad- 
vantage of the three winding induction 
coil substation circuit is that it is an 
anti-sidetone hookup with an operating 
efficiency equal to that of the standard 
booster circuit in its most efficient form. 
In fact, some samples of this equipment 


show a measured gain in efficiency of 


th eiving circuit er t booster 
t e circuit 

In addition t the measured ease 
n effi ncy there 1s a efttective é 
ull trat S101 nprov ent <¢ tX 
1) audition is much better, since the 
ea is ot deatened by tl speaker's 
voice being heard in his ‘ receiver 
when talking; (2) reception is better 


because local extraneous sounds picked 


up by the listener’s own transmitter 


are not idible in the receiver of the 
same telephone - and (3) since the per- 
son talking cannot hear his own voice 
in the receiver, it causes him to talk 
louder than he otherwise would, and in 


practice this gain may amount to one 


r more decibels. Jhese, of course, are 


technical features but salesmen can be 
instructed in the best way of explaining 
these refinements to the prospect so that 
these improvements will do their share 
in clinching the sale. 

One of the newer developments in 
uniform training of employee-salesmen 
is that the course of study in salesman- 
ship and supervision of telephone sales 
furnished by the Telephone Employee 
Service Sales Company is now available 
to the entire telephone industry. The 
director of this unique service, A. 
R. MacKinnon, has been prominently 
telephone activities in 


identified with 


Kansas. 

This course of study is for the dou- 
ble purpose of teaching employees. how 
to sell telephone service and equipping 
employees so as to be able to intelli- 
gently handle any situation that may 
arise in dealing with subscribers and 
the general public. The training course 


includes class organization, report 


forms, competition, and class instruc- 
tion for one year of fifty-two meetings. 


General Hugh S. Johnson of the 
National Recovery Administration has 
a bronze plaque on his desk in Wash- 
ington, D. C., 


done.” Perhaps similar plaques would 


reading: “It can be 


not be entirely wasted on some desks 


in the telephone industry, especially 


those managements inclined to follow 
the advice of Alexander 
he said: “Be not the first by whom the 


Pope when 
new is tried, nor yet the last to lay the 
old aside,” and are still on the fence 
of indecision as to the advisability of 
initiating saleswork in the face of a 
depre ssion. 
Of all the valuable lessons taught 
by the experiences of the recent past, 
the principal one can be summed up in 
the words of Dan Hughes of the United 
Trust company: “Telephone companies 
everywhere should plan to quit ‘waiting 


for something to happen’ and go out 
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make something happen’ by inten- 


SQUIRREL DISRUPTS 
SERVICE 


\ gray squirrel with a flair for aero 
nautics and a fighting disposition dis- 
rupted the telephone service in Newton, 
N. J 


Recently residents were disturbed at 
all hours by the ringing of their tele 
phone bells, only to hear weird sounds 
on lifting the receiver. 

Complaints of crossed 


wires, wrong 


numbers and telephones which would 


not work at all poured into the offices 
of the Sussex Telephone company. Re 
pairmen located the trouble today in a 


junction box forty 


; feet up a pole near 
a wooded section 


Herbert 
When he opened the door be- 


Repairman Brink ascended 
the pole. 
neath the box, 


something furry and 


furious dashed out. Landing on Brink’s 
shoulder, it sank its teeth into his coat. 
Then it appeared to fly rather than leap 


to the limb of a near-by tree and sat 


there chattering. 

Brink looked inside the box and saw 
a nest of young squirrels. Meanwhile, 
mother squirrel returned to the attack. 
Spitting and chattering, she flew from 
tree to pole and back to tree again. Her 
fierce that Brink 
beat a hasty retreat down the pole 

“It’s a flying squirrel,” he told the 
200 persons who had assembled to watch 
the battle. 

Marshall 


dent, 


onslaughts were so 


Mills, telephone superinten- 
expressed the opinion that the 
squirrel had lined its nest by chewing the 
insulation off wires, thus causing the 
trouble. A conference was being held 
tonight on whether to rout the battling 
squirrel with firearms or coax it and 
its family away with nuts. Since it is 


a mother, the latter course was favored. 


NAMED BY ROOSEVELT 

The United Telephone company’s pride 
in the appointment of P. J. Maloney of 
Columbia City, Ind., as treasurer of the 
Federal -Home Loan Bank board by the 
Roosevelt administration is reflected in 
an article in “The Voice,” company pub- 
lication. 

“The Voice” in its August issue also 
printed a picture of Mr. Maloney, for 
mer manager of the Columbia City dis- 
trict of the phone company. 


POLICE NEED PHONES 


Marion, Indiana, board of police com 
missions has ordered all members of the 
police department to have telephones in 
stalled in their homes. 

The ruling was made to _ provide 
greater efficiency and closer contact with 
members of the department, it was ex- 
plained. 
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RECEIVER REPORTS 
ON COMPANY 


A profit of $2,191 
shown by R. R. McKinniss, receiver for 
the Warren (Ohio) Telephone 
The revenue for the month was 
listed at 


for September is 


com- 
pany. 

$21,056, 
$18,865. 


The statistics also 


with expenditures 


reveal that 129 
new phones were installed during Sep- 
tember, the total jumping from 7,463 
to 7,592. 

McKinniss’ report shows that for the 
first four months of the year, before he 
was first appointed receiver on May 
5, the average monthly loss was ap- 
proximately $3500. 

The report indicates that the com- 
panys’ receipts for the first four months 
fell off from $21,034 in 
$19,945 in April and that the revenues 
increased to $21,126, the first full month 
of McKinniss’ first receiver. It again 
showed a reduction in July and August, 


January to 


most of which was under company 


management, and again an _ increase 


during September. 


Expenses for the first four months 


of the year were well above $23,000 for 
each 30 days, but this dropped to $14,- 
950 in June. 

The report shows the company lost 
46 phones during the first four months, 
but that June showed a slight increase 
and September an even larger. one. 
March was the low figure with 7,426 so 
that the September total is 166 above 


that mark. 


N. R. A. — RATES 


The Florida 


sion was told by the 


state railroad commis- 
Peninsular 
Telephone company that provisions of 
the N. R. A. 


creased cost of 


code would cause in- 


supplying telephone 
service in St. Petersburg. 

This was one of the claims put for- 
inl Opposing an 
Peters 


ward by the company 
application of the city of St. 
burg for reduced telephone rates. 

been 


Testimony in the hearing has 


completed late but the commission 
allowed the company and city 30 days 


in which to prepare and file’ briefs. 


arguments will be heard after the briefs 


ave filed. 
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FARMERS COMPANY 
ADDS TO SYSTEM 


The United Farmers company of 
Wheeling, W. Va., has taken over the 
Cameron Telephone company of that 


Todd, the 


and the following 


city. George president of 
the United Farmers, 
committee had charge of the negotia- 
Bonar, chairman; D. D. 


Pletcher 


tions: L. ©: 


McCardle and I. N 


The Cameron Telephone company is 


the oldest telephone company in the 


town. J. H. Wise and others formed 
the company in 1890, but at the present 
Melvin White hold 


The company has 


time Mr. and Mrs. 

the controlling stock. 
more than 200 subscribers and full long 
distance service is given its subscribers 
to Waynesburg, Garrison, Deep Valley, 
Hundred, Littleton, Denver and Wades- 


town 


The United Farmers 


organized in 1906 and has more than 


company Was 


400 subscribers, many of those being in 


the rural sections. 








MUSHROOMS AND 
MAINTENANCE 


(Continued from page 16) 
for growth. The result is a fairly rapid 
sapwood. 


fight 


disintegration of the moist 


Obviously the pole user, in his 
against decay, cannot depend on controll- 
ing moisture content. There is only one 
other way to handle the situation and 
that is to poison the food supply. So it 
appears that as far as fungi are con- 
cerned a relatively simple biological fact 
is the basis of the wood-preserving in- 
dustry, whose business it is to make 
wood unpalatable to fungi. 

The most commonly used wood pre 
Durable 


woods like cedar and chestnut are butt 


servative is coal tar creosote. 


treated by soaking the butt ends of the 
poles, up to about one foot above the 





Ferg, 6 


ern pine pole shows decay of the untreated 


sapu ood 


This cross section of a creosoted south- 


ground line, in creosote. Lodgepole pine 


for use in the relatively dry mountain 
states is also butt treated because the 
sapwood on the part of the pole above 
ground does not hold enough moisture 


to satisfy the water requirements ot 


wood-destroying fungi. Southern pine 
and Douglas fir are treated full length 
by impregnation with hot creosote under 
pressure, the purpose being to penetrate 
as much of the sapwood as practicable 
Such preservative treatments are ab- 
poles are to 


solutely necessary if the 


give long service in the lines, all be- 


cause, in nature’s scheme of things, cer 


, 
fhe 


Fig 
whole diameter 
be controlled by treating the butts of the poles 
with creosote because the infection works from 





tain non-green plants called fungi are 


continually tearing down the wooden 


products made by the activities of the 
cells of certain green plants called trees 
Man interferes in the biological battle, 
but his best efforts result in merely de- 
persistent cob- 


ferring victory of the 


webby filaments of the fungus. 
\lice’s adventure with the mushroom 
seems not so wonderful after all.—Pell 


Laboratorics Record 






Chestnut poles occasionally rot across 


Rots of this type cannot 


the inside out 
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NEW LOW COST FACTORY, 
OFFICE CALL SYSTEM 


DVANTAGES of non-interfering 
call systems for factory and office 


intercommunication have long been 
known and generally admitted They 
are found in service in factories, indus- 


trial plants, railroad and dock proper- 


ties, large offices, garages, department 


stores, material and service yards, of 


fice buildings, laundries, warehouses 


in short, wherever there is large area 
of working space with frequent need for 
prompt inter-communication 

These call systems are, beyond com 


pare, the best, most efficient means of 


promptly and automatically reaching 
members of an organization and calling 
them to the nearest telephone, for broad- 
casting special 


messages or emergency 


calls. 

The main reason they have not been 
universally installed is they have always 
been rather expensive. Now the Web 
ster Company, Chicago, one of the lead 
ing manufacturers of sound amplifying 
equipment, appears to have solved that 
difficulty by 


developing a simple, ef 


fective, semi-portable factory call out- 


fit. This new, low cost outfit has been 
named the Amplicall. 
With six standard models this new 


call system is said to be able to take care 
of any ordinary requirement for inter 
communication without interference with 
regular switchboard or signal systems 
The manufacturer claims for their 
Amplicall system that it will reduce op 
eration expenses, Save time in locating 
parties for answering important tele 
phone calls, taking care of visiting cus 
tomers promptly, as well as save much 
unnecessary switchboard, telephone ex- 
tension and messenger expense in and 
around the premises. They also claim 
that due to their large facilities and long 
experience in manufacturing sound and 
amplifying 
plicall 
proof 


systems that this new Am- 


System is. practically trouble 


One advantage claimed is that the en 
tire system can be installed and set up 
by any ordinary mechanic knowing the 
rudiments of electric wiring, complete 
and ready for operation in a few min 
utes’ time. 

Once installed the original cost is said 
to be practically the only cost, the de 
vice using no more power than an ordi- 
nary radio receiver, with upkeep and 
operation expense about the same. 

A standard 
ply of a Type K Webster portable am 
plifier 


\mplicall set consists sim- 


for the “Master Station,” a regu- 
lar carbon button type push button mic 
rophone and one to five speakers located 








Units in Webster Call System. 


at strategic places throughout the prem 
ises. 

The master station can be located in 
any convenient spot on the entire circuit 

it does not have to be close to the 
microphone. 

In operation the Amplicall is very 
similar to a miniature broadcasting sta 
tion, minus the complicated equipment 


| 
and other gadgets necessary for such 


work. The microphone is usually placed 


on or near the telephone switchboard 
or on desk of information clerk. Han 
dling incoming telephone calls, visiting 
ustomers, etc., instead of wasting time 
making numerous telephone connections 
or running around the plant to locate the 
desired party, the operator merely de- 


presses the microphone button which 
turns on current in entire system and 
then in normal voice speaks into the 
microphone. The message is then re- 
layed and broadcast through all the loud 
speakers on the circuit simultaneously 
or only one, as desired 

For those who are interested in the 
technical and scientific principle of the 
“Amplicall” system, the following tech- 
The Webster Model 


K Amplifier has ample volume for five 


nical data is given 


speakers, is a three-stage amplifier re 


quiring five no. of tubes and_ types 
1000 cycles 


a maximum undistorted out 


It is rated with a gain of 
at 87 with 
put ot 20 watts 

200 and 5000 ohms. 
Hum 


Input impedance is 
Output impedance 
is variable. minus 55 
DB. Power 
Dimensions of case—18 inches 
Weight 34 Ibs 
The microphone used is also a Web 


ster Model 


two button carbon type 


rating is 
supply is 110 volts ; 60 
cy¢ les. 


x 10 inches x 9% inches. 


with gold plated diaphragm, 
Takes current 
up to 15 mils. Frequency range from 
60 to 5000 cycles which is considered in 


excess of requirements for work of this 
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type. Resistance is 200 ohms per but 
ton. Hiss level is low. 
doubtless 


The re are tele phone 


ompanies that will be glad to know of 


many 


the existence of a portable system of this 
type, which they can sell or rent to con- 


cerns in their communities. 


REPORT ON ASSOCIATED 
PLAN 


The reorganization committee for 
Associated Telephnoe Utilities company, 
headed by R. G. Page, vice-president 
of Bankers Trust company, announced 
reorganization 


that deposits under a 


plan outlined on June 20 had been sub 


stantial but are still far from suf- 
ficient to justify the committee in de 
claring the plan operative. Security 
holders should recognize that it is to 
their best interests to effect a prompt 
reorganization, said the committee, 
and that their failure to deposit their 
jeoardize the 


securities may seriously 


success of the plan. 
Realizing that a tendency exists on 
the part of security holders to postpone 
affirmative action under a reorganiza- 
tion plan until satisfied that the plan 
is to be consummated, the committee 
stated that they 
duty to the 
they did not at this time impress upon 


would be failing in 


their security holders if 


them: 


(1) That delay in the consummation 


of the plan involves substantial ex- 
pense which the security holders them- 
selves must bear; and 

(2) That the plan cannot and will not 
be declared operative until a substan- 
holders 


tial majority of the security 


indicate their approval by depositing 
under the plan. 


New 
York City, is depositary for the com- 


The Bankers Trust company, 
sub-depositaries being the 
Rockland Bank of 
Union & Savings 


mittee, the 
National 
First 


Boston, 
Bank, 
Chicago, and Bank of America National 


Trust 


Trust & Savings Association, San Fran- 
cisco. The members of the committee, 
in addition to Mr. Page, are Lawrenc« 


Milwaukee, 
Robert B. Rugg, president the 


Bennett, of Tweed, Hope 
& Webb; 
National Rockland Bank of Boston, and 
Winslow, 


tary, National Fire Insurance company 
of Hartford 


Cameron investment secre 


WE ARE SORRY 
We are sorry that in reporting Texas 
National 
in “Convention Ramblings” in the 


Convention 
Aug- 
TELEPHONE ENGINEER we 
Herold of Waco, 
manager, Mid-West States 


delegates at the 


ust issue oft 
omitted George F. 
division 


Utilities company 
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C. R. BERRY, DAYTON, 
DIES 


Charles R. Berry, eldest son of Loren 
M. Berry of L. M. 
Dayton, Ohio, died October 7 a few 


3erry and company, 


hours after he had undergone a mastoid 
operation. 

Because of his activity in various 
forms of athletics and his excellence as 
a football player, swimmer and diver 
he was very well known. Ever since he 
was 11 years old, and first became a 
member of the Y. M. C. A. physical 
classes, love for play has been one of his 
strongest interests. 

While a student in high school he 
played on the football team. Later he 
attended St. John’s Military academy 
and again played on the football team. 

He was an accomplished swimmer and 
diver. During the past summer he gave 
several exhibitions of his prowess in this 
direction at Dayton country clubs. 

He was fond of the outdoors and 
spent the last five summers at different 
summer camps. 

He was at the time of his death a 
member of the junior class at North- 
western University and was a member 
of the Phil Gamma Delta fraternity. He 
belonged to the Methodist Episcopal 
church. 

Surviving him are his parents; two 
brothers, Loren and John Berry; two 
sisters, Elizabeth and Martha, and his 
grandmother in Indiana. 


TEXAS GROUP APPOINTS 
EXECUTIVE SECRETARY 


Walter Prehn, general manager of 
the Southwestern Bell Telephone com- 
pany, has been elected to the board of 
directors of the Texas Telephone As- 
sociation. The association has adopted 
a budget for the year of $10,300 and 
has appointed H. M. Stewart as execu- 
tive secretary in charge of a perma- 
nent headquarters to be maintained at 
Austin. 

Mr. Stewart has been associated with 
the telephone industry for the past sev- 
enteen years, seven years in the operat- 
ing field and 10 years as Southwest dis- 
trict manager for the Kellogg Switch- 
board and Supply company. 

The. association last June changed its 
name from the Texas Independent Tele- 
phone Association when it decided to 
take mto membership the Bell telephone 
organization. 





H. M. Stewart 


J. Y. Rust of San Angelo, vice-presi- 
dent, reported the membership 100 per 
cent NRA. 


BELL APPOINTS 
DR. BUCKLEY 


Dr. Oliver E. 
pointed director of research of Bell Tele- 


Buckley has been ap- 


phone Laboratories to fill the 
left by the death of Dr. H. D. Arnold 
Following undergraduate 


Vacancy 


studies at 
Grinnell College and graduate work at 
Cornell, Dr. Buckley received the degree 
of Doctor of Philosophy at Cornell in 
1914. Entering what is now Bell Tele- 
phone Laboratories as a research physi- 
cist, he has made many professional con- 
tributions. As assistant director of re- 
search since 1925, he has been in charge 
of various investigations in problems of 
transmission, including those of long 
submarine cables, and also of researches 
in magnetics. 


EARNINGS SMALLER 


Earnings of 103 telephone companies, 
according to a report to the Interstate 
Commerce Commission, follow: July 
gross income was $79,420,547 and net 
operating income was $15,953,629, com- 
pared with $82,311,211 and $13,284,098, 
respectively, in July, 1932. 

Gross for the seven-months period 
was $553,684,766 and net operating in- 
come was $104,426,557, 
670,923 and $115,279,207, 


for the first seven months of 1932. 


against $622,- 


respectively, 


INDIANA PIONEER 
DIES 


W. L. Wright, 72, retired, for 30 
years a resident of Rossville, Ind., died 
at the home of a daughter, Mrs. M. A. 
Beisel,” of Indianapolis, recently. 

Mr. Wright, former secretary-treas- 
urer of the Rossville Telephone com- 
pany, had been in impaired health and 
was taken to his daughter’s home about 
three weeks ago. He was a member 
of the Masonic order, the Eastern Star 
and the I. O. O. F., 
retary of the Odd Fellows organization. 


being a former sec- 





FORMER TELEPHONE 
MAN DIES 


James R. Finn, former telephone 


man, passed away August 30, at his 
home in Dayton, Ohio. 

Mr. Finn was line foreman for the 
Dayton Power and Light company for 
years, starting his work in 1913. He 
belonged to the “Ten Years or More 
Service club” of that company. Before 
entering the work of that company he 
was employed in a similar capacity by 
the Central Union Telephone company, 
now a part of the Ohio Bell Telephone 
company. 


WARNS PUBLIC 

The Canadian National Telegraphs in 
cooperation with United States con- 
nection, the Western Union, has issued 
a warning to all officers and employees 
to exercise great vigilance in protecting 
customers against the old Spanish 
prisoner fraud that has come to life 
again. The company, immediately a 
case is brought to its notice, phones the 
cabling 


customer to warn against the 


of money to an unknown writer. 


HIGGINS ON 1 TRIP 


P. Kerr Higgins of St. Louis, pioneer 
telephone man, and director of TELE- 
PHONE ENGINEER Publishing company. 
reports that he is enjoying himself 
the utmost on his trip to California and 
Hawaii. Mr. Higgnis left on the trip 
shortly after the National Convention 
and plans to return to St. Louis in the 


near future. 

















W. L. Runzel, President, brings to this organization 41 years 
ae - the ,manufacture -y this type 








Telephone and ‘Switchboard Cords and Wire 
RUNZEL CORD AND WIRE CO. work 


4727-31 Montrose Ave., Chicago 
The Home of the Perfect Cord 


subscription. 








Christmas Subscription Offer 


Make Your Christmas gifts to your telephone friends 
They will appreciate a year's subscrip- 
tion to TELEPHONE ENGINEER to help them in their 
Special Christmas Offer of $1.00 for a year's 
Use special order blank in this issue. 


TELEPHONE ENGINEER PUBLISHING COMPANY 
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ment than a pencil and a time-of-day indicator, 
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s in ' 
-on- That difference is measured in dollars-and- 
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ai reasonable task of recording toll calls without 
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the aid of the Calculagraph will inevitably lose 
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money for their managers. But the Calcula- 
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— With utmost precision, the Calculagraph me- 
r chanically computes and prints ELAPSED 
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. delibly stamps on the toll ticket the time of each 








call, also the actual ELAPSED TIME tthe cir 
cuit is in use, for anv number of calls No 


arithmetic by pencil—no diversion from other PINHOLE i E | ? 

















neer duties—no chance of error—the Calculagraph 
<i is easily and quickly operated while conversing D h | 2 
‘ol with either the calling or answering party. The oes your tape show less than three pin- 
any. ° ‘ . o i o ‘ " ° 
ae ( alculagraph is NOW supplied in either the well- holes to a yard in a strong light? Can it meet 
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and model operated by electric impulses from a mas- rigorous tests for strength, adhesion, mater}- 
trip ter clock (24 or 48 volts), or by self-starting . wee . 
hcp nabs ee oe, ee als? In brief, is it the kind of tape that can be 
ition synchronous motor (60 cycle A. C.). Prices 
1 the and detailed information on request. depended upon to stand up on the job tah 
THE CALCULAGRAPH COMPANY quality tape ... tape from Graybar? Backed 
er 50 Church St. Dept. 22 New York City by over 64 years of reputation for quality. 
THE €E en — Th . _ netted 1. 
ty [THE ELAPSED TIME RECORDER OFFICES IN 73 PRINCIPAL CITIES. EXECUTIVE 
OFFICES: GRAYBAR BLDG., NEW YORK, N. Y. 
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COLBY HAMILTON 
Sup't. of Equipment 
The United Telephone Co. 
Abilene, Kan. 


The day has passed when tele- 
phone engineers can be con- 
cerned only with engineering 
problems of the telephone busi- 
ness. For that reason | believe 
you are pursuing a wise course 
in publishing news about all de- 
partments of the industry. I 
have noticed with considerable 
interest your recent improve- 
ments in Telephone Engineer, 
including new typography. 
make-up and a more substantial 
paper stock. 





HOUCK McHENRY 
President 
Capital City Telephone Co. 
Jefferson City, Mo 


I have noticed with much inter- 
est the recent changes in Jel: 
phone Engineer. The new Crim- 
son Red color and the new cover 
are very attractive. The new 
type on the heavy enamel paper 
stock is easy to read and the 
illustrations are remarkable in 
detail. I particularly like the 
“Contents For This Issue” on 
the first page, followed by the 
Editorial Section. Please accept 
my congratulations and _ best 
wishes. 





FRANK T. BYRNE 
Commercial Sup’t 
Rochester (N.¥.) Tele- 
phone Co. 


The cover change in Jelephon 
Engineer, in my opinion, is an 
outstanding improvement § and 
there is no question in my mind 
that the change in the paper 
stock is a big step forward. | 
am strong for machine finished 
paper and good stock in any 
publication. The editorial policy 
should, of course, make _ the 
magazine attractive to everyone 
in the telephone business. 


ed From the Start 











TELEPHONE ENGINEER will 


READERS 


have given immediate favorable acceptance to all 


new features in TELEPHONE ENGINEER. 


With its new modern cover design and the new 
“catchy” Crimson Red color, new inside typog- 
raphy and make-up and use of high quality 
enamel paper stock throughout, TELEPHONE 
ENGINEER is heralded a progressive and mod- 
ern telephone trade publication. It is growing 
and progressing steadily. It refuses to rest on 


its past performance. 


PROGRESSIVE 

policy of publishing an up-to-date and attractive 
journal has resulted in ever increasing reader 
interest, because naturally telephone men want 
and deserve an attractive and interesting trade 


publication. 


Nor does this aggressive policy stop with the 
physical make-up of TELEPHONE ENGINEER. 
It extends to the editorial pages. The editors and 
contributors are men of experience and leader- 
ship in subjects dealing with telephone engineer- 
ing, management and commercial practices. This 
experience is utilized in making available to tele- 
phone readers the profitable application of modern 
trends and progress in every phase of telephone 


work. 


TELEPHONE ENGINEER 


is designed to help operating men do a better job 
for their companies, whether their work is in the 
engineering or managerial or commercial depart- 
ment. Forward your subscription today and 
have regular authorative information on your 
particular problems in the form of an attractive 
and up-to-date trade publication. 
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not rest on past record 


ADVERTISERS 

also are sold on the constantly improved TELE- 
PHONE ENGINEER as a productive telephone 
advertising medium. 

They know a progressive publication, presenting 
live editorial material of vital interest to every 
branch of the industry is the prime requisite of 
a productive medium. 


EDITORIALLY 

TELEPHONE ENGINEER, primarily a technical 
publication, provides the “punch” for advertisers’ 
messages. Managers are studying engineering 
problems and today, more than ever, consider 
engineers’ recommendations on equipment and 
supplies. Commercial men also are concerned 
about mechanical problems because they knou 
salable service depends on efficient equipment and 
proper maintenance. 


AND ALSO— 

TELEPHONE ENGINEER carries managerial, 
commercial and accounting articles of intrinsic 
worth to those responsible for sales and invalu- 
able to engineers, who, today are concerned about 
selling of the service they produce. 


A 30-DAY LIFE 

for each advertisement assures advertisers a low 
merchandising cost because TELEPHONE ENGI- 
NEER is a monthly publication (only monthly 
serving the entire telephone industry). Moderate 
monthly appropriations gives a consistent, con- 
secutive, timely contact with those originating 
or influencing purchases. 


MAXIMUM READER INTEREST 

is received by TELEPHONE ENGINEER’S new 
features and popular editorial content. Because 
its advertising pages share this extraordinary 
reader influence, advertising effectively reaches 
those buying or specifying approximately a billion 
dollars’ worth of equipment annually. 

In planning to get telephone business, it will be 
effective and economical selling to include a 
regular advertising campaign in TELEPHONE 
ENGINEER. 











G. A. SCOVILLE 
Vice President 


Stromberg-Carlson T elo 


Congratulations on the recent 
improvements in Telephone En 
inee? The new cover design, 
the new inside type and make- 
up and the use of enamel paper 
stock throughout the publication 
will increase reader interest tre- 
mendously and, thereby, increase 
the effectiveness of advertising 
in your publication 





H. L. HARRIS 
President 
{merican Automatic Ele 


tric Sales Co 


Telephone Engineer's new make- 
up is a decided improvement 
Your new cover is modern and 
attractive and I _ particularly 
commend you on the improve- 
ment in paper and type and 
general set-up. I like your edi- 
torial page both as to type and 
subject matter and_ divisions 
Telephone Engineer, in its new 
dress and make-up, should in- 
crease its advertising value. 


L. M. BERRY 
President 
L. M. Berry & Company 


The August issue of Jelephone 
Engineer presents an improved 
appearance with the change in 
outside cover design. The new 
design is in harmony with the 
publication as a whole. The im- 
proved headings on the inside 
pages greatly assist the reader. 
This is helpful to the advertis- 
ers and, as one of them, I ap- 
preciate what you have been 
doing to make your splendid 
publication still more valuable 
to those who receive it. 
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HELP YOUR MERCHANTS 
MAKE COLLECTIONS 


The other morning we walked into the 
office of Fred Horst, prominent florist of 
Birmingham, Ala., and found him busy 
at the 
wait a few minutes so we overheard some 


telephone. He waved to us to 


of his conversation. 
“Mrs. Jenkins, 


bill of $1.85 you have 


that little 
It’s such 


remember 
here? 
a small amount | thought maybe you had 
forgotten about it,” he was saying. Then, 
one after another, he called other custo- 
mers owing accounts noted in the book 
before him and we noticed that for each 
he had a different approach or a differ- 
ent argument. 

who 


To one customer, for example, 


owed a fairly large bill, he said, “Tell 
you what you do. Save a penny or a 
nickel a day and pay me that much every 
week. In that way you will 
out and help yourself at the same time.” 


who had 


help me 


Then there was a customer 
promised frequently to pay but had “ne- 
glected” to send a check. “How about 
letting me send to your house this morn- 
ing tor the check?” he asked that lady 

“Do you have much success at collect- 
ing with the telephone?” we asked when 


he had 


being. 


finished—at least for the time 
“Yes, indeed,” he replied. “It is pos- 
sibly the cheapest method of collecting 
there is today.”—Florists Exchange and 
Horticultural Trade World. 


NEW LEAD LUBRICANT 
ANNOUNCED 


\ new lubricant has been developed 
in which metallic lead is the protective 
element. The new product, known as 
Bestolife, forms a thin protective film 
of lead on all contacting surfaces 
which changes such surfaces to a con- 
tinuous unbroken, anti-frictional area, 
according to the manufacturers, Armite 
Laboratories of Los Angeles. The prin- 
ciple application of the product in the 
telephone industry is for use as a Cca- 
ble lubricant. The manufacturers have 
issued a bulletin. Copies may be had 
by addressing Armite Laboratories, 1450 
East 6lst Cali- 


fornia. 


Street, Los Angeles, 


KELLOGG BOARDS FOR 
FOUR COMPANIES 


7; pw BATH Telephone company re- 
cently purchased a new 150 line 
magnetic switchboard for in- 
L. Warren, the 
began 


Kellogg 
stallation at Bath, Ill. J. 
present’ owner of the company, 
serving the territory 30 years ago with 
Within 
had replaced his original 


some home made _ equipment. 


two years he 
central office equipment with a Kellogg 


switchboard which is still serving the 


community. In a short time, however, a 
modern, double-drop supervision Kellogg 
The United Public 


Texas, re- 


board will replace it. 


Service company of Lotex, 


cently purchased a 150-line Kellogg mag- 
switchboard. The owns 


neto company 


and operates over 5,000 miles of line to 


control its gas company holdings that 


extend all the way from Florida to 


Norton, super- 


Monterey, Mexico. R. L. 


intendent of telephone equipment, an 


Dp. F. 
for the smooth operation of this com- 


telephone 


Ball, are the men _ responsible 


pany’s modern and _ efficient 
The Copake Telephone company 
Kellogg 150-line 
magneto switchboard for installation at 


its Copake, ee 


pany also operates the 


system. 
recently ordered a new 
exchange. This com- 
Pine Plains ex 
change which, incidentally, also has Kel 
logg central office equipment. At present 
525 subscribers are being served, ejually 
divided between the two exchanges 
John D. 
ager of the Copake Te 
The Home 


Grass Lake, Mich., recently installed a 


Ackley is the owner and man 
| 


lephone company. 


Telephone company of 


new Kellogg Universal switchboard to 


replace its outgrown equipment The 


universal feature makes it possible to 
give subscribers either common battery 
or magneto service and enables the com- 
pany to change its lines over to common 
battery at anytime either singly or in 
groups. The new equipment is of the 
most modern type designed to give many 
years of satisfactory, economical servic¢ 


N. H 


the Home Telephone company, 


Wing, president and founder of 
started 
the first telephone system at Grass Lake 
35 years ago. He also ran the first toll 
line at Jackson, Mich., 11 miles west of 
Grass Lake. 


No. 10 


Vol. 37, 


PORTABLE WIRE CHIEF 
TEST UNIT 


A portable wire chief's test unit, de- 


exchanges, 


\utomatic 


signed especially for small 


has been made available by 


Electric company and is now available 


for distribution. It consists of an at- 


tractive ebony finished wood cabinet, 10 


inches high, seven and one-half inches 
wide and five inches deep. It is arranged 
for either wall or desk mounting, and 


need not be permanently secured, but 


can be moved to other locations if de 
sired. It is equipped with a voltmete” 
ind a number of keys mounted on its 
which permit standard line tests 


face, 
to be made easily and quickly. 

The circuit is also so arranged that 
this test unit can be used in conjunction 


with the portable dial speed test set and 


with the howler box, so that tests in- 
luding these two devices can also be 
carried out, when desired. It is an- 


ticipated that this small unit will find 


a ready demand among the smaller ex- 
changes where a more complicated and 
more expensive type of test desk is not 


justified. 


NEW COMPANY 


The Algona (la.) 
Exchange No. 10, 
Lotts Creek 


has been in- 


Rural Telephone 


with principal place 


of business in township, 


Kossuth county, Iowa, 


irporated to carry on a general tele- 
hone business. The company has no 


Dp 


capital stock, but is operating on a 
co-operative basis. The company began 


July 21, 


continue 


functioning on 1933, and is 


authorized to business until 


date of July 21, 1958. 








NEW A.C. MERCURY CONTACT RELAY 


Automatic Electric company has re- 


cently perfected a new mercury contact 
relay for A.C. operation, which will handle 
comparatively heavy currents with com 
plete satisfaction. This relay is quick- 
acting, and can be equipped 

with either one or two oe ae 


mercury contacts. It can 
be repeatedly operated and 
released and will still pro 
duce “clean” makes and 


breaks. The 
can be used for either mak- 


Same contact 


ing or breaking a circutt, 


depending upon the setting 


of the support. The relay 
is similar to the Automatic 
Electric D.C. 
AMC and AMD and can be 


supplied either with an angle 


relays, Series 


bracket or on a bakelite bas 


with cover. It is designed 


to operate on 110 volts, 60 cycles, and 


has contact ratings for D.C. or A.C. non- 
follows: 25 


inductive loads as amperes 


at 80 volts, 20 amperes at 120 volts and 


10 amperes at 240 volts. 


; 
Vercury Contact Relay for A.C. Operation 
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A CENTURY 


OF PROGRESS 
and the 


MORRISON 
HOTEL 


Stay at the Morrison when you visit 










World’s the Chicago World's Fair of 1933. 
tallest hotel The Morrison Hotel is an outstand- 
46 stories 


ing example of the progress of in- 
vention and industry displayed in 
A Century of Progress. Perfectly 
located in the “heart of the Loop,” 
everything worth while is nearby 
—theaters, shops, railroad stations. 
All rooms are outside with bath, 
Servidor, bed-head reading lamp 
and circulating ice-water. Reason- 
able rates — Garage facilities — 
Special floor reserved for ladies. 
A great hotel in a great city! 


2500 ROOMS — $2.50 UP 
LEONARD HICKS, Managing Director 


high 











Wel tiniel: HOTEL 


CHICAGO 


Madison and Clark Streets, 
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CABLE 
TERMINALS 


for AERIAL— UNDERGROUND 
and GAS FILLED CABLE 


PROTECTED, UNPROTECTED 
OR CROSS CONNECTING 


30 years of experience in de- 

signing and building equipment 

for terminating, distributing and 

protecting lead covered tele- 

phone cable is at your disposal. 
ELECTRIC = f° 


: —~ 
>= 
Ss \. 
Pi 


COMPANY \ -® 


\—T 0 
2700 Southport ~ } 
Ave., Chicago l | 
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Cra [DO 
. 


Seven Wire 
Steel Strand 


e*eee 
Telephone and 
Telegraph Wire 


Extenp the time of replace- 
ment...reduce maintenance costs 
...by specifying @rapo Galvan- 
ized Products on all new and re- 
pair work! They combine every 
factor essential to long life and 
reduced expense: pure zinc coat- 
ings that neither crack nor peel, 
correct tensile values, proper 
ductility. 


BK 


we ee 


mh. yk 


Insist upon genuine @Crapo Gal- 
vanized Wire and Steel Strand! 
Representative Jobbers in all 
leading distributing centers 
can supply your needs im- 
mediately. f 
Indiana Steel & Wire Co. 
Muneie, Indiana 











Identify your inquiry to advertisers by saying—"“As shown in TELEPHONE ENGINEER” 
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BOOSTS REVENUE BY 
POSTAL 


(Continued from page 17) 
quired. In addition to this equipment, 


provision was made for moving the 


printer from the day telegraph operat- 
ing room to the telephone switchboard 
during night hours by mounting the 
printer on a small roller table. It is 
times, to handle 


thus possible, at all 


rapidly and economically 


with the telephone 


telegrams 
without interfering 
service. 

At the Lincoln office the five circuits 
to the distant points terminate on jacks 
faced turret 


twenty line double 


cords and plugs. The 


nm a 


equipped with 





POSITION WANTED 


Capable telephone man with wide 
experience in installation, main- 
tenance and rehabilitation work 
with automatic systems desires 
position with telephone company. 
Reliable references on request. 


Write H. D. B., 
in care of Telephone Engineer. 








POSITION WANTED 
Capable telephone man with wide 
experience in installation, main- 
tenance and rehabilitation work 
with manual and = automatic 
systems desires position § with 
telephone company. Reliable ref- 
erences on request. 

Write R. D. Mc., 
in care of Telephone Engineer. 








POSITION WANTED 


By good all-around telephone 
equipment man. Capable of han- 
dling human element encoun- 
tered in telephone work. Has 
installed and maintained switch- 
boards, telephones and special 
equipment for Bell company for 
past 8 years. Write J. R. N., care 
of TELEPHONE ENGINEER. 











Electrical Measuring 
Instruments . . . 


They are the Telephone Man’s most im- 
portant tools. Like all tools, they suffer 
from wear and tear and accidental over- 
loads. 


Very seldom can these instruments be 
spared for more than a few days for peri- 
odical adjustment or repairs. For more 
than 17 years, we have specialized in re- 
pairing and testing all types and makes of 
electrical instruments. 


We can assure the Telephone men of a 
prompt and economical service on all their 
instruments and other testing equipment. 


Try us on your next job. 


Illinois Testing Laboratories, Inc. 


Authorized Midwest Service Station for 
Many Instrument Manufacturers 


147 W. AUSTIN AVE. CHICAGO, ILL. 


Telephones: Superior 5264-5265 














Lincoln office printers terminate on the 


When the 


cords and plugs. outside 


points have a telegram for transmis- 
sion to Lincoln, a signal is transmitted 


blank key on the 


This operation causes the line 


by operating the 
printer 
lamp of the calling office to light on 
the turret at Lincoln. A small buzzer 
associated with the line lamp on _ the 
turret in Lincoln operates until the in- 
coming call is answered The answer 
is accomplished by plugging in a print- 


er and typing “GA” (go ahead). 


The calling signal from Lincoln to 
outlying points is operated in the same 
manner, upon receipt of which the dis- 
tant operator turns on the switch con- 
trolling the printer. 

The plan of operation provides that 
telegrams originating within the nor- 
mal toll center area of the Telegraph 


Toll 


the Telegraph Toll Center. 


Centers are to be telephoned to 
Upon re- 
ceipt of the telegram by the Telegraph 
Toll Center from the tributary point, 
Lincoln over the 


it is transmitted to 


printer circuit. The Lincoln office im- 
mediately retransmits the telegram to 
the proper Telegraph Toll Center of the 
area in which the city of destination 
is located. Telegrams destined to cit 
ies outside of the area of the Lincoln 
Telephone and Telegraph company are 
transmitted to the Postal Telegraph of- 
fice at Omaha over a duplex tape print- 
er circuit operated between these two 
points. 

In order to provide flash handling of 


brok- 


ers in Southeastern Nebraska, the Lin- 


market telegrams for the produce 


coln office of the Lincoln Telephon 
and Telegraph company has a direct 
telegraph wire to the Kansas. City 


Board of Trade, the Omaha Board of 
Trade, and the Chicago Board of Trade. 
With 
possible, for example, for a broker in 


Nebraska, to 


ness by telegraph with his distant cor- 


these new facilities it is now 


Superior, transact busi- 


respondent within a very few minutes. 
A complete telephone-telegraph op- 
erating practice and a commercial prac- 
tice together with all necessary tele 
graph tariffs furnished to each of the 
135 telephone exchanges involved in- 
sures a uniform method of handling the 
telegraph business offered 
The improvement of the telegraph 
service in the territory of the Lincoln 
Telephone and Telegraph company 
through this new linkage with the Pos- 
tal Telegraph company is another for- 
ward step by two progressive compan- 


3¢s. 


SALES PLAN SUCCESS 


In the first eight months of the year 


the employee sales plan of the Lincoln 





Vol. 37, No. 10 


(Neb.) Telephone & Telegraph co., re- 
sulted in 4,042 sales, 
sales per employee 

2,890 


an average of 2.98 
Of the 


main stations. 


total sales, 
involved During 
the same time, customer contact memos 
totalling 24,165 were turned in by em- 


ploy« i, 


Thirty-four employes were success- 


ful in making 25 or more sales during 
the eight months. Jim Dudgeon aver- 
aged in excess of 13 sales per month 
since the first of the year, and was 
total of 110 
George Miers, of Seward, was 
with 84; Lee Milholen, David City, 72; 


Pauline 


credited with a sales 


second 


Logan Brown, Deweese, 53, 


with several others credited with 25 


or more sales 





Electrical Soldering 
lrons Assure— 


QUICK HEAT 
LONG LIFE 


ESICO tools heat quickly and 
maintain. a constant, even tem- 
perature enabling workmen to 
solder steadily and efficiently. 
GREATER production, HIGHER 
quality. 

Write for details on ESICO irons 
especially developed for telephone 
main frames and switchboards. 


Electric Soldering 


Iron Co., Inc. 


342 WEST 14th STREET 
NEW YORK, N. Y. 











REBUILT and 
RETESTED 


Telephones (complete) 
Telephones (parts) 


Switchboards 
(complete) 


Switchboard (parts) 
Central office protection 
Relays 

Repeating coils 


Buckeye 
Telephone & Supply 


Company 
COLUMBUS, OHIO 
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Where-to-Buy Section 


For the convenience of readers of Telephone Engineer 








Accounting Systems 








ith COFFEY SYSTEM & AUDIT CO. 

as Exclusive telephone accounting since 1907. 
Certified Public Accountants. 

es We install the well-known 

nd COFFEY SYSTEM 


Audits—Rate Cases and Special Work. 
A Central Accounting Department. 
454 Consolidated Bldg., Indianapolis, Ind 








ACCOUNTING 


HERDRICH AND BOGGS 
Certified Public Accountants 
Specializing in Telephone Accounting 
and Rate Cases Since 1918. 
901-7 Continental Bank Bldg. 


j Indianapolis, Indiana 














Lightning Arresters 
Neon Lightning Arrester Units 


Interchangeable with car- 
bon mica or carbon por- 








nd 
n- celain. 
to 
A Better Protection 
Non Grounding 
ns Clearer Lines 
ne 
is. 
L. S. BRACH MFG. 
J corp. 
Newark, N. J. 
Dept.-T. 
Full Size Send for Catalog 33-B 
ieemeneaneatll 
nce = 





Telephone Equipment 





Telephone equipment 
refinished, repaired or 
installed. 

C. W. GLATFELTER 
1718 ERIE STREET 
CHICAGO, ILL. 








FOR SALE 

Kellogg line and cut-off relays, per pair 
$2.50. Kellogg cord relays, each $1.25. 
Western Electric No. 22C drops, new, per 
strips of five, $10.00. Flexiphone arm, new, 
1 for desk stands or hand sets, $2.75 each 
The Telephone Repair Shop 
Rogers Park Station, Chicago 

















Test Sets 
Li © 4) Ome 


INSTRUMENT LITTEL- 
FUSES 1/100, 1/32, 1/16, 
%, %, %, %, %, 1 and 2 
amps., positively protect me- 
ters, radios, amplifiers, etc. 
$100 Protection Guaranty. 
Write today for instructive 
bulletin. 
Littelfuse Laboratories 





1774 Wilson Ave., 
Chicago, Ill. 








PRAISING SUBSCRIBERS 
GOOD PSYCHOLOGY 
The 


the Athens (Ohio) Home Telephone com 


July-December 1933 directory of 


pany contains a message trom the com 


pany in which appreciation is expressed 
to subscriber patrons for their 
in maintaining efficient service It is 
pointed out that the local system is car 
rying the burden of many non-subscrib 
er calls from neighbors without remun 
eration. 

noticeable loss of 


The most patrons, 


it is pointed out in the directory, are 
those on rural lines where the subscrib 
er has furnished his own line and 


telephone and has been receiving service 


at half prices, for many years. Dr. 
C. L. Jones, manager, stated that the 
Home company loss of subscribers in 


period of depression has 


the smallest in the 


the present 
been among state in 
districts of similar size. 


CHANGE MANAGERS 


Glenn Burnett, the popular and ef 
ficient manager of the Linneus (Mo.) 
Telephone Exchange, who has_ been 


there for a year or more, is being trans 
Mountain Grove, Mo., 


is also a property of the Western Tele 


ferred to which 


phone corporation 
Cecil Clements, formerly of Brook- 
field and a rather recent man with the 


Western 


Mr. Burnett at Linneus. 


Telephone corporation, suc- 


ceeds 


RUMMEL TRANSFERRED 


As a part of a general shift through 


out its entire system, the Common- 


wealth Telephone company recently 
transferred Ralph Rummel of Portage, 
Wis., to Brillion to take charge of that 
office. He Glenn L. Shaffar. 
Mr. been 


the company 


succeeds 
connected with 
1908, will be 


looked 


Rummel has 
since and 
manager of the district 
after by Mr. Shaffar, 
at Whitelaw, and Reedsville in addition 


to Brillion 


same 


with exchanges 


WAIVE CHARGE 
The Western Telephone corporation of 
operates a number 
Nebraska 


authority by the state 


Denison, Ia., which 


1f exchanges in northeastern 
has been granted 


commission to waive collection 


Nebraska 


exchanges until the end of the year. 


railway 


of installation charges at all 





assistance 


Poles 


ue 


Finished Cedar Poles 


VALENTINE CLARK 


CORPORATION 
St. Paul, Minn. 





Telephone Directories 


Telephone Directory 


ADVERTISING 


Write on te le phone for ed 


LM. BERRY A CO. 


Call 1. D.16 ~- Tek phom Bldg..Dayton.O 








Telephone Engineers 





J.G. WRAY & CO. 


Telephone Engineers 


Specialists in Appraisals, Rate Surveys, 
Financial Investigations, Organization and 
Operation of Telephone Companies 


Rm. 2626 Bankers Bldg., Chicago 

















CONSULTING TELEPHONE ENGINEERS 


Rates Financing Accounting Managing 
Appraisals and Reports 
Radio Program Service Specialists 


Construction Contractors 
TELEPHONE ENGINEERING AND 
MANAGEMENT COMPANY 
Lima, Ohio 











We Help You 


it 
Take space on this page and | | 
we help you find prospects 
and make sales. We’re both 
benefitted. 
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TELEPHONE EXCHANGE SERVICE 


Have you an exchange for sale or do you 
wish to buy one? We are in touch with 
both buyer and seller. Send us your data 
Perhaps we can get together. 

Telephone Service Association 
1218-63 E. Lake St. Chicago, Illinois 
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